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CEILINGS 
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SIDE WALLS 


PUALIII = BEAUTY— DURABILITY 


are thoroughly combined in FRIEDLEY-VOSHARDT ART METAL CEILINGS AND SIDE 
WALLS. 


A great number of new and handsome designs have recently been added to our list, which 
are adaptable to all classes of buildings. 


Special machinery and the finest equipped Sheet Metal Plant in the country are continu- 
ally at vour service, 

If we do not have a pattern on hand suitable for a certain job we can make a special 
design for you from an Architect’s detailed description. 


We pay particular attention to our stamping, the smallest detail being brought out with 
sharpness and distinctness that cannot be equaled, 


Only the best of materials are used in making FRIEDLEY-VOSHARDT ART METAL 
CEILINGS AND SIDE WALLS. 


They are durable and easy to apply. 
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Write Today for Our Special Catalog No. 33 Showing Designs and Giving Detailed Descriptions. 


FRIEDLEY-VOSHARDT COMPANY 


OFFICE: 733-737 South Halsted Street FACTORY: 761-767 Mather Street 
INOIS 
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FRONT Re N K Steel F urnace 


TRA Ok NAME 





TRACE wave =a ee 


on the market today. 
The JRRONTRANE Steel Furnace is minimum trouble, because it gives con- 
simply and strongly built of tight- sumers the maximum service and satis- 
riveted steel; is easily cleaned; stays in faction. But besides furnishing an 
order; is durable and fool-proof. It A-1 Furnace. 
gives dealers the ae profit and 





by furnishing them Bones idee -ahsibue and 
counter cards, with ‘‘pep”’ and “punch” in them, 
calling attention to the FRONT RANK Steel Furnace. 


Wegive them store signs, that stir up trade. We furnish 
them cuts for their local news-paper advertising. Wegivethemallkinds 
of “dealer helps,’”’ and above all, we are spending thousands of dollars in 
a National Advertising Campaign that will make the name of the 


Steel Furnace a household term from sea to sea. 


Don’t you want to join the FRONT RANE 


Club? Write us for particulars. 
Good bye! We're ee 


iteohtion Haynes -Langenberg 
Manufacturing Co. 


NY + 4058 Forest Park Blvd. 
St. Louis, Mo. 
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THE ECONOMY HYSTERIA which seemed to have 
gripped the daily papers in its toils at the declaration 
of our country’s war with Germany has 


The Backfire : 
of the back fired and the very papers which 
Economy’ were loudest in their proclamations of 
Hysteria. the urgent need of everybody to stop 


buying everything are now trying with might and 
main, to rectify the wrong which they accomplished. 

‘As in many other instances where the newspapers 
have rushed into print with matters,.about which they 
knew nothing nor took the trouble to investigate care- 
fully, they have realized what a tremendous mistake 
they have made, now that they have done immeasur- 
able harm. Some one has told them something and in 
most instances the ones who have called the news- 
papers to time have been the big business interests, 
who can see no reason for the wild cries which were 
emanating from the heavy editorials of the daily press. 

Business has got to keep on going in the usual way ; 
the hardware dealer, the manufacturer, the butcher, 
the baker and the candle stick maker must proceed as 
usual if we are going to profit by the wave of pros- 
perity which is about to sweep over the country. 

There is nothing more dangerous to the welfare of 
the country than this sudden gospel of rigid economy. 
Nothing could be more dangerous to the very struc- 
ture of our mercantile and social fabric than the gospel 
which was so strongly urged in the daily press and it 
is well that the larger interests of the land have 
stepped in and placed a muzzle on this dangerous and 
unseemly propaganda at the outset. 

The business interests of the country are not going 
to close up shop and let their interests go to the dogs 
because of the war. All of them are striving with 
might and main to increase their production to care 
for the increased demand which is bound to come. 

At a recent meeting of the Paper Makers Adver- 
tising Club of Boston in response to a question sent to 
one hundred of the largest buyers of printing in this 
country, all of the answers received stated there would 
be no curtailment in the business and forty-one stated 
they would make no curtailment in the amount of 
advertising matter they used. The rest stated they 
would not use as much paper as in former years be- 
cause of inability to get stock at this time. 

Every line of business is meeting the test in ex- 
actly the same way. 

In a recent speech, Harry H. Merrick who is con- 
nected in an official capacity with the big meat packers, 
Armour and Company and who is president of the Na- 
tional Security League, said among other things: 
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“The United States today has the greatest prospect 
before it that it has ever been favored with in its 
history. There is work for everybody and the only 
trouble is, there are not men enough to go around. 

“The $7,000,000,000 or more that the government 
is going to spend will do us no good unless we keep 
business going and we all get some of it. 

“The butcher, the baker, the tailor and the dry- 
goods man must be kept going. If this vast amount of 
money is spent in a few ship building and munition 
centers, will we get any of it? No. It will stay in 
the restricted area, just as money that has been spent 
for munitions in the last few years has remained in 
those areas. 

“I think there 
America than this misunderstood gospel of 
economy.’ 

‘Avoidance of waste means prosperity for all; fool- 


is nothing more dangerous to 
‘Rigid 


ish economy will mean ruin.” 





Ir 1s OF considerable importance to sheet metal con- 
warm air heater installers and others en- 
gaged in similar pursuits to know that 


tractors, 
Mechanic’s i 

Lien Holds “ecisions have been rendered by I*ederal 

Good in Courts by which Mechanics’ Liens have 
Bankruptcy. been held goad in cases where the builder 
or owner of a house goes through bankruptcy. 

In other words, if a Mechanic’s Lien has been filed 
against the builder or owner of a building, and either 
one of these persons seeks to avoid payment by going 
through bankruptcy, the contractor who did the work 
and furnished the material covered by the Mechanic’s 
Lien is entitled under the law to enter the building 
in question and remove such apparatus or fixtures as 
he may have installed provided they are covered by 
the Lien. 

The decision rendered by Judge 
the District Court of the United States for the West- 
ern District of Michigan in the matter of ‘Ludington 
Manufacturing Company, Bankrupt, on Review of 
Order of Referee Granting Right to Reclaim Prop- 
erty,’ is essentially as follows: 

“First. The mortgagee, who is the real contestant, 
has no greater rights in and no better claim to the 
sprinkler equipment sought to be reclaimed than had 
the bankrupt or has his trustee in bankruptcy. The 
mortgage was a purchase money mortgage and was 
given long prior to the installation of the sprinkler 
system. No credit was extended upon the security of 
that part of the property. 

“Second. The mortgagee claims that amended Sec- 


C, W. Sessions in 
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tion 47 of the Bankruptcy Act invests a trustee in bank- 
ruptcy with superior rights in the property sought to be 
reclaimed. Manifestly, the provisions of this Section 
have no application to property which has never be- 
longed to the bankrupt and which, therefore, could not 
pass to his trustee. It appears also that the indebted- 
ness secured by the mortgage is greater than the value 
of the property covered thereby. The general creditors 
represented by the trustee in bankruptcy have no in- 
terest in the property beyond the mere right to pos- 
session during the foreclosure of the mortgage. The 
mortgagee is thus seeking to procure indirectly that 
which it could not obtain directly. This cannot be 
permitted.” 

In view of this decision it is of the utmost import- 
ance that in states where no Mechanic’s Lien law 1s 
in existence, or where the present law is not stringent 
enough, immediate steps be taken to have the proper 
measures passed, in order that contractors may enjoy 
the full benefit of the evident willingness of the Fed- 
eral Courts to recognize their rights. 

Incidentally, it is also worth keeping in mind that 
even though a man goes into bankruptcy, you can save 
at least a considerable share of the material you have 
used in the construction of the apparatus or fixtures 
you may have installed, and that you are in fact a 
very much “preferred creditor’—if you have filed 
a Mechanic’s Lien on the job. 








‘THERE 1S AN old Chinese proverb which translated 
“The legs of the stork are long, and the legs 
of the duck are short; you cannot make 
Worry a the legs of the stork short, neither can 
ee, you make the legs of the duck long. 
“Why worry?” This is by no means to 

be confused with the altogether wrong doctrine that 
“What is to be will be” and that our mortal minds 
are powerless to change the conditions under which 


says: 


we live and work. 

On the contrary, the law of cause and effect, which 
is a natural law and which cannot be successfully dis- 
proved, shows us that according to what a man does 
so will his fate be: If he neglects his opportunities 
for improving himself and the conditions under which 
he lives, he will suffer the natural consequences, which 
are that little by little his conditions will grow worse 
and that he himself will be less able to withstand the 
onslaughts of what he may call “Fate.” 

On the other hand, the man who is always on the 
alert to take advantage of the opportunities presented 
to him for obtaining better knowledge and for fitting 
himself to fill the position he occupies with more ef- 
ficiency, always goes ahead. 

Worry has been called a great shortener of life be- 
cause it saps the person’s energy and power of re- 
sistance and thereby makes him less efficient. 

Dr. Charles Barker, who served as physician to 
former President Taft while he was in the White 
House, is an exponent of the “Don’t Worry” doctrine 
and in a recent address made the definite statement 
that if a person wanted to stop worrying all he had to 
do was to make up his mind to stop; he proved his 
assertion by citing the fact that until he was forty 
years of age he had been in the habit of worrying 
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and fretting about things that he might help and the 
things that he could not help, but that about five years 
ago he had made up his mind to quit the habit, and 
that he had succeeded in doing so. 

It stands to reason that the natural thing to do in 
case of circumstances which we may help is to do 
our level best to change these circumstances for the 
better, and that the very fact that we worry about 
them decreases our ability to better them. 

What has this to do with business? Take the case 
of a retail hardware dealer whose business is not as 
prosperous as it might be. Will it do him any good 
to worry about the fact? 

Will his worry not tend to decrease his efforts to 
improve his business? Or, putting it in another way, 
the time and energy wasted by his worrying will de- 
crease his efficiency. 

That is one of the most important reasons why we 
have the so-called dull seasons in so many retail hard- 
ware stores whose owners have become convinced that 
at certain times of the year business must be dull and 
that, therefore, the only thing they can do is to worry 
about the dullness—in spite of the fact that in other 
retail hardware stores, located under exactly the same 
conditions, business goes on with vim and vigor and 
profits are made. 

The only difference between the two types of retail- 
ers is that one worries without doing anything to 
change the condition, while the other judges the con- 
ditions as clearly as the other one and makes up his 
mind to change them if they do not look right to him. 








IN A VERY interesting review recently written by 
John North Willys, the great automobile manufacturer, 
of his early days as head of an automo- 


Saving at ' 
Spigot— bile company, there is an account of an 
Wasting at instance where it was found profitable 
Bunghole t> use bronze instead of malleable iron 


in the manufacture of the axles, although the latter 
cost only 3% cents a pound while the price of the 
former was thirty cents for the same quantity, and in 
addition an express bill of about sixty dollars a day 
was assumed in place of a smaller freight bill—all in 
order to avoid having the factory standing idle, com- 
paratively speaking, while waiting for these malleable 
iron parts, the arrival of which could never seem to 
be counted upon with any degree of certainty. 

The point emphasized by Mr. Willys is that while it 
is always important to guard carefully against letting 
money be paid out in little driblets without knowing 
for what purpose, it is very often the case that the 
overhead will have “ticked” along far beyond the 
point under discussion. In this particular case men 
were forced to stand idle or be employed in an un- 
profitable manner because the malleable iron parts did 
not arrive on time; machinery stood. still, and the loss 
entailed by these two items was so large that it far 
overshadowed the higher cost of having the parts 
made of bronze. 

And this left out of consideration the fact that by 
using bronze parts, the number of finished automobiles 
was greatly increased, thereby making the capital turn- 
over many times larger. 
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In other words, saving at the spigot while leaving 
the bunghole wide open is always poor business. 

And yet, there are thousands of men in business 
today who refuse to make use of proper systems for 
knowing definitely what they are doing. They say 
they cannot afford a cash register, and in less than a 
year’s time one crooked employe may have stolen 
enough money out of the open till to pay for several 
such registers. They say that system is costly and 
means “red tape” and that they cannot afford to hire 
a bookkeeper to keep their accounts—and everyday 
more money leaks out of their profits than would pay 
for the services of a high class bookkeeper. They say 
that business is so poor that they cannot afford to buy 
the machine which is really necessary for doing proper 
work, and every day money enough is lost in their 
shops or factories in wasted time and labor to pay the 
interest and amortisement to buy several machines. 

Keeping tab on overhead is right in principle, but 
very often it is all wrong in practice, and especially 
so when for the sake of saving little sums large wastes 
are incurred. 

It is necessary that this whole matter of overhead 
be considered in a very broad manner. The narrow 
view means failure in practically every case. 








RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 





John C. Campbell of the Davis Sewing Machine 
Company, Dayton, Ohio, is a globetrotter. He has 
introduced Davis sewing machines in almost every 
country under the sun. He is now preparing for a 
trip to Australia and expects to sail on the Steamship 
Sonoma from San Francisco on June 5th. Speaking 
of some good stories, he told this one: 

It was in St. Paul’s Cathedral that a guide held forth 
thus to an American traveler : 

“That, sir, is the tomb of the greatest naval ‘ero 
Europe or the whole world ever knew!” 

“weer 

“It is, sir, the tomb of Lord Nelson. This marble 
sarcophiggus weighs forty-two tons. Hinside that is 
a steel receptacle weighing twelve tons, and hinside 
that is a leaden casket, ’ermatically sealed, weighing 
two tons. Hinside that is a ma’ogany coffin ’olding the 
ashes of the great ’ero.”’ 

“Well,” said the Yankee, after a moment’s reflec- 
tion, “I guess you’ve got him. If he ever gets out 
of that telegraph me at my expense.” 

Jim Robinson, of the Hart & Cooley Company, was 
holding forth on one of his favorite hobbies, that of 
attention to details and care in following instructions, 
and to illustrate his point told the following story of 
an old Scotch professor who was trying to impress 
upon his students the value of observation. 

“No,” he complained, “ye dinna use your faculties 
of observation. Ye dinna use ‘em. For instance—” 

Picking up a pot of chemicals of horrible odor, he 
stuck his finger into it and then into his mouth. 

“Taste of it, gentlemen,” he commanded, as he 
passed the pot from student to student. 

After each had licked a finger and had felt a re- 
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bellion through his whole soul, the old professor 
laughed in triumph. 

“I told ye so!” he shouted. “Ye dinna use your 
faculties of observation! For if ye had observed, ye 
would ha’ seen that the finger which I stuck into the 
pot was na’ the finger which [| stuck into my mouth!” 

* ok OO 

George T. Bailey attended a meeting of the Exect- 
tive Comr@ittee of the American Hardware Manufac- 
turers’ Association at Houston the other day and that 
evening he had dinner at the home of one of his old 
friends in Houston, when the young hopeful of the 
family interested George in the war preparations. The 
mother of the hopeful narrated the following: 

Harry had become much interested in playing sol- 
dier. At first he was content to march about merely 
with a stick for a gun. Then, at his request, his 
mother made him a paper hat, to which later she added 
a plume which Harry had discovered in a neighbor’s 
chicken yard. After a time he found he must have a 
belt, with a sword. 

One day he confronted his mother, dressed in al! 
his warrior’s finery. 

“Why, how like a soldier you look!’ she exclaimed. 

“Y-e-s,” he agreed, “but I’ve been looking at a pic- 
ture of Napoleon, and he has scrubbing brushes on his 
shoulders.” 

ee 

It all depends on the way we look at things, as to 
whether our daily work or business is to result in bet- 
terment of conditions in general. Some of us are 
purely selfish and care nothing for anyone else nor for 
the effect of their actions upon others. They look 
for their own pleasure or their own desires and if 
these can be satisfied, it matters nothing to them 
whether their actions cause hardships or sorrow to 
others. 

Berton 
that “Business is Business” as we see in the following 


3raley very aptly answers the statement 


poem of which he is the author: 
Business Is Business. 

“Business is Business,” the Little Man said, 
“A battle where ‘everything goes,’ 

Where the only gospel is ‘Get ahead,’ 
And never spare friends or foes. 

‘Slay or be slain,’ is the slogan cold, 
You must struggle and slash and tear, 

For Business is Business, a ight for gold, 
Where all that you do is fair.” 


“Business is Business,” the Big Man said, 
“A battle to make of earth, 

A place to yield us more wine and bread, 
More pleasure and joy and mirth; 

There are still some bandits and buccaneers, 
Who are jungle-bred beasts of trade, 

Sut their number dwindles with passing years, 
And dead is the code they made!” 


“Business is Business,” the Big Man said, 
“But it’s something that’s more, far more, 

For it makes sweet gardens of deserts dead, 
And cities it built now roar 

Where once the deer and the gray wolf ran 
From the pioneers swift advance: 

3usiness is Magic that tolls for man, 
Business is True Romance. 


“And those who make it a ruthless fight 
Have only themselves to blame 
If they feel no whit of keen delight 
In playing the Bigger Game; 
The game that calls on the heart and head, 
The best of man’s strength and nerve;” 
Business is Business,” the Big Man said, 
“And that Business is to serve.” 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Favorite Stove and Range Compa®y, Piqua, 
Ohio, plans to erect a new factory building. 

After occupying its site at Portland, Ohio, for the 
past 30. years, the Portland Stove Works is removing 
to its new plant at Kenton. 

The Leonard Hi-Oven Company of Cedar Rapids, 
Iowa, have awarded the contract for a new one-story 
factory building. The proposed structure will be 
fifty by one hundred and ten feet in size. 

The Burden-Bryant Company, Springfield, Massa- 
chusetts, has been incorporated with a capital of $45,- 
000 to handle stove, range and warm air heater re- 
pairs, kitchen furnishings and stove dealers’ supplies. 

Fire destroyed the entire plant of the Copp Stove 
Company at Fort William, Ontario, recently with a 
loss, according to the press reports, of from $350,- 
000.00 to $500,000.00. The origin of the fire is un- 
known. The company had in its employ at the time 
of the disaster about one hundred and fifty men. 

The Globe Stove and Range Company of Kokomo, 
Indiana, announce the appointment of the Smith- 
Perry Electric Company of Dallas, Texas, as the dis- 
tributors throughout Texas and Oklahoma, for the 
electric ranges and heating devices manufactured by 
the Globe Stove and Range Company. As the dis- 
tributors appointed are among the live wires of the 
Southwest, it no doubt will mean largely increased 
sales of these popular products. 





PATENTS STEAMER. 
John H. Wolterstorff, St. Paul, Minnesota, has been 
granted United States patent rights, under number 


1,227,354, for a steamer described herewith: 


In a device of the class described, a housing having an 
opening in one side thereof, a hanger hinged on said housing, 





means for detachably securing the free end of the hanger, a 
door carried upon the hanger and adapted to close said open- 
ing, a screw to press the door against the housing and release 
it therefrom, said screw being threaded in the hanger and 
having a central swiveled connection at its inner end with 
said door, and devices adapted to slidably support the door 
upon the hanger and hold said door against rotation about the 
axis of the screw. 


~+-@-> 


STOVE AND METAL POLISHES NEEDED FOR 
HOUSE=CLEANING. 





Spring, more than any other time, is the cleaning 
and refurbishing season of the vear. Among the 








household necessities which will be called into play 
for the housewife’s use are stove and metal polishes, 
iron enamels, varnishes, paints, etc., and consequently 
this period of the year witnesses an added demand 
for these preparations. Black Silk Polishes, one of 
. which is shown herewith, will 
no doubt find favor because of 
the brilliant, lasting shine they 
impart to the polished surface, 
and because they are claimed 
not to dry out or rust through 
the cans in any climate, re- 
maining good until used. The 
utility of Black Silk Stove 
Polish is explained by its name ; 
the Metal Polish cleans and 
polishes nickel, brass, silver- 
ware and tinware; the Iron 
Enamel is excellently adapted 
for use on gas stove bodies, 
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Can of Biack.Silk Stove ; : : 
Polish. radiators, stove pipes—in fact, 


whenever a permanent black gloss is desired where the 
article is not brought in direct contact with flame. 
Full particulars of the three polishes, also price list, 
can be obtained by addressing the Black Silk Stove 
Polish Works, Sterling, Illinois. 


+.@-~o- 


OIL BURNER PATENTED. 





William J. Reid, Dobson, North Carolina, assignor 
to W. Eugene Reid, Dobson, North Carolina, has ob- 
tained United States patent rights, under number 1,- 
227,315, for an oil burner described herewith: 


In a device of the 
kind described, in 
combination, a stove 
body, a plurality of 
slidable wick car- 
riers, stems for 
operating said wick 
carriers projecting 
from _ said _ body, 
disks secured to the 
outer ends of said 
stems, each of said 
disks being formed 
with a series of cir- 
cumferentially  dis- 
posed openings, 
guide members pro- 
jecting outwardly 
from said stove hody, an eye bolt adjustably threaded in one 
of said members and having an integral ring, a series of short 
chains secured at one end to openings of said disks and serv- 
ing as cranks for turning the latter, a longer chain secured at 
one end to said ring of said eye bolt, said short chains being 
secured to said longer chain, and means connected to the 
opposite end of said longer chain for periodically operating 
said shorter chains, said eye bolt allowing said disks to have 
a varied cycle of rotation. . 




















INTERESTING BOOKLET OF RECIPES. 


George M. Clark and Company, manufacturers of 
the Clark Jewel line of stoves and ranges, are dis- 
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tributing a handsome little booklet entitled “Good 
Things To Eat,” which is bound to prove interesting 
for the simple reason that the great majority of us 
have long ago acquired the habit of eating three times 
or perhaps more each day. Aside from showing sev- 
eral simple and inexpensive recipes which have been 
carefully tested and will be found wholesome and 
appetizing, easily and economically made, the booklet 
illustrates several styles of Clark Jewel Gas Ranges. 
These are of modern design, made with every im- 
provement to provide comfort and convenience, and 
possess features which make cooking a pleasant and 
interesting task. Copies of the booklet and catalogs 
of the Clark Jewel Stoves and Ranges can be obtained 
from George M. Clark and Company, Division of the 
American Stove Company, Chicago. 





PATENTS HYDROCARBON BURNER AND 
IGNITER FOR LIQUID FUEL 
BURNERS. 





Under numbers 1,227,239 and 1,227,245, United 
States patent rights have been assigned to the Gas 
Oil Stove Company, Detroit, Michigan, by William J. 
3est and Nathan C. Chapman, respectively, for a 
hydrocarbon burner and an igniter for liquid fuel 


burners described herewith: 
Number 1,227,239: In a hydro- 





no carbon burner, the combination 
2 a ee vs Oo of perforated outer and inner 
' —]. a chimneys and a trough integral 


: 1 es with the inner chimney and sup- 
1,227,239" “2, Ls porting the outer chimney, means 
m: eB: wii to feed fuel to the trough, an 


| es é 
annular cover for said trough 











q pe id oF having a flange at its inner edge 
-3~ Koh extending up around the outer 
Raves =~ chimney, and 1 
— chimney, and a cowl secured to 

je “we it the outer chimney and extend- 


ing down over said flange but 

spaced therefrom, said outer 
chimney having holes between the flange and the cowl to 
permit air to enter the space between the chimneys. 

Number 1,227,245: In an igniter 
for oi! burners, the combination of a 
wick reinforcing member comprising 
a ring and fingers connected thereto 
and extending downward therefrom 
and then inward and upward, a cylin- 
drical wick held between the bent 
on portions of said fingers and extending 

up above said ring, and a bail ex- 
4@~—«stending upward from said igniter, said 
bail consisting of a wire rod bent to 
s form a top and parallel sides whose 
lower ends are attached to said rein- 

forcing member. 


1.227.246 
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AN ELECTRIC RANGE CATALOG OF MORE 
THAN ORDINARY INTEREST. 





A booklet showing the craftsmanship of the “Master 
Stove Builders of America” in the realm of electric 
ranges and heating devices is being distributed by the 
Globe Stove and Range Company. This new catalog, 
besides picturing and describing the complete line of 
Globe electric ranges, electric hot plates, electric cake 
griddles and electric irons, imparts enough knowledge 
to make it a valuable reference for the dealer on the 
subject of electric cooking. Several pages are devoted 
to lengthy treatises on the guaranteed heating unit, 
which is one of the vital features of the range and 
the electric ovens which are also of great importance, 
while descriptions are also given of the wiring, the 
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castings, the range bodies, the oven door insulation, 
the steam vent in the ovens, and the nickel plating. 
The exceptional advantages of electric cooking are 
emphasized throughout the catalog, and convincing ad- 
dresses are made to the merchant and to the central 
station man. Copies of this catalog, Number 309, will 
be sent upon request, by the Globe Stove and Range 
Company, Kokomo, Indiana. 





STEAM COOK STOVE PATENTED. 


John M. Wilson, Wichita, Kansas, assignor of one 
third to Vernon E. Mitchell and one third to Keith and 
Wright, Wichita, Kansas, has procured United States 
patent rights, under number 1,226,044, for a steam 


cook stove described in the following: 

In a cook stove, 
a casing, a_ front 
s oven, a pair of super- 
—, posed ovens arranged 
to the rear of the 
front oven and ad- 
jacent to but spaced 
from the latter, heat- 
ing means for the 
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ses ase front oven arranged 
° therebeneath and op- 
— > posite to the lower 
—. of the pair of ovens, 
=—s 8 heating means for 
: the pair of ovens ar- 

~ ranged in the space 





between the latter 
and opposite to the 
rear of the front oven, a boiler arranged to the rear of the 
pair of ovens and spaced from the latter, a pair of steam 
ovens connected to the boiler and arranged respectively over 
the latter and over the upper of the first named pair of ovens, 
and heating means for the boiler arranged therebeneath and 
adjacent to the lower oven of the first named pair of ovens. 


WHY DO CERTAIN ROOMS ‘‘SWEAT’’? 








Gas used for illuminating, cooking or heating pur- 
poses is composed essentially of carbon and hydrogen. 
Water is composed of oxygen and hydrogen. Hence 
when gas is burned, the oxygen in the air combines 
with the hydrogen in the fuel to form more or less 
moisture, which will aggravate the “sweaty” condi- 
tion of a room that is poorly ventilated. Heated air 
is capable of holding a large amount of moisture with- 
out having it condense, but cold air will contain but 
little moisture and the excess will appear on the walls 
and furniture in the form of water. Hence to remedy 
this condition, the procedure is to properly heat the 
room and to keep the walls warm. This, however, is 
not enough to cover all cases. A room well heated and 
ventilated will not “sweat,” consequently what should 
be done is to connect the stove to a chimney and give 
it a draft sufficient to carry out the moisture and to 
ventilate the room, or in case it is not practical to 
connect the stove to a chimney, the transom or window 
should be lowered to allow the excess moisture to 
escape, meanwhile keeping the room and walls well 
heated. This is one of the interesting matters dealt 
with in the catalog of Ironton Bunsen Room Heaters, 
copies of which can be obtained by addressing the 
Ironton Incandescent Light and Supply Company, 
Ironton, Ohio. 





ssi anasto 
Gilding refined gold is what people do when they 
try to polish up the truth with a little agreeable deceit. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Buhl Stamping Company, Detroit, Michigan, 
has increased its capital stock from $200,000 to $400,- 
000. 

With a capital of $25,000.00 the Moline Seal Lock 
Company has been organized at Troy, New York. The 
new corporation will make locks and metal seals and 
its incorporators are C. I*. Jordan, T. P. Huxtable 
and C. S. Brintnall. 

The Schwartz-Van Wormer Company of North 
Ridgeville, Ohio, has been incorporated with $25,- 
000.00 capital to engage in the manufacture of ma- 
chinery and tools. The incorporators are Martin 
Schwartz, L. N. Van Wormer, W. A. Schmittgen, R. 
Van Wormer and Nelson Van Wormer. 

Secretary John B. Foley of the New York State 
Retail Hardware Association has organized the On- 
tario County, New York, hardware merchants into an 
association. The members are composed of dealers 
doing business in the cities and villages of the county. 
A credit rating bureau is one of the activities under- 
taken by the new organization. 

The many friends of W. T. Gormley, formerly of 
Bullard and Gormley Company, Chicago, will be 
pleased.to learn that “Dill” has made connection with 
the Miller Lock Company of Frankford, Pennsyl- 
vania, to represent them in the Middle West section. 
The Miller Lock Company are to be congratulated for 
securing the services of Mr. Gormley and his many 
friends in the trade will wish Mr. Gormley success in 
his new endeavor. 
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PITTSBURGH HARDWARE DEALERS 
ASSOCIATION HOLD REGULAR 
MONTHLY MEETING. 


On lFriday evening, May 25th, the regular monthly 
meeting of the Pittsburgh Retail Hardware Dealers’ 
Association was held in the Fort Pitt Hotel in Pitts- 
burgh. At this meeting the question box was in 
charge of N. A. Voegtly of the Steiner and Voegtly 
Hardware Company, who kept the gathering awake 
- with a dissertation on the values of good merchandis- 
ing in the hardware line. A plea was also made in 
the official organ of the Association, The Association 
Corkscrew, for a spurt to get as members the sixty- 
one firms in that territory who are not members to 
line up with the Association, which now has a mem- 
bership of one hundred and sixteen hardware dealers. 
Special efforts were urged to convince the outsiders 
of the advantages of joining the Association at this 
time. 


MAY DANCE OF CHICAGO HARDWARE 
DEALERS PROVES ENJOYABLE 
OCCASION. 


A fine dancing floor, lively music and a happy- 
hearted assembly all contributed to make an enjoyable 
occasion of the May dance, which was held Friday 
evening, May 25th, in the Drill Hall of the Masonic 
Temple, State and Randolph streets, by the Chicago 
Retail Hardware Association. White carnations were 
given to the men and pink to the ladies, and the eve- 
ning’s enjoyment was made complete by the delicious 
frappé served to the enthusiastic exponents of the 
Terpsichorean art. The officers and committees of 
the Association, who were instrumental in making the 
affair a success, are as follows: 

S. J. Koehler, President. 

B. J. Hawkins, Vice-President. 

Chas. E. Arnold, Treasurer. 

John Hora, Financial Secretary. 

G. G. Engelhardt, Corresponding Secretary. 

Entertainment Committee. 
Martin Engelhart, chairman; William F. Siewert, 


Gus Eisner, L. H. Thomsen, John Wallace, S. F. 


Svenson. 
Floor Committee. 
Leo Krueger, G. G. Engelhardt, Charles Menzel, 


Jr., Fred Ruhling, G. Schweighoefer. 
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NOT PLANTING POTATOES ' CRIMINAL, 
SAYS BULLETIN OF AMERICAN STEEL 
AND WIRE COMPANY. 


“In our opinion, it is nothing less than a crime,” 
says the Crop Bulletin of the American Steel and 
Wire Company, Chicago, “to hold back the planting 
of the only crop for which sufficient time remains to 
make it the greatest ever grown in the country. Pota- 
toes can be planted up to June 27 with good chances 
of a bumper crop. The potato may be as successfully 
dried as the tomato canned.” 

In its summary of crop conditions the bulletin states 
the effect of the late season is still evident. Grass is 
backward, which is reflected in the flow of milk and 
the selling of livestock. Indications point to the win- 
ter wheat yield being better than expected and from 
every section comes a report of increased corn acre- 
age. 

“With the proper vision of livestock, a bumper crop 
of corn, the year 1917 should be a great year,” says 
the bulletin. 

Nothing but good words are said of the oat crop 
and the acreage is large. Cotton has suffered from 
the continued cold and the tobacco crop is also back- 
ward. The reports coneerning livestock are disquiet- 
ing and it is suggested that a patriotism which will 
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stabilize the livestock market at this time is one of 
the needs of the nation. 

The report also gives concise reports of the crop 
conditions in all sections of the country, contributed 
by the traveling salesmen of the company each week. 
The company also announce they will issue, at once, a 
bulletin giving suggestive description of the technical 
uses of potatoes. These bulletins will be furnished 
free to anyone who will request them of the American 
Steel and Wire Company, Chicago. 





AMERICAN ARTISAN AND HARDWARE 
RECORD COMMENDED FOR COMBATING 
ANTI=REVOLVER LEGISLATION. 


For some time past, and especially in the last few 
months, AMERICAN ARTISAN AND HARDWARE RECORD 
has been devoting considerable space to the matter of 
fire arms legislation, emphasizing the utter futility and 
the absolute unfairness of anti-revolver laws. That 
fire arms manufacturers are cognizant and apprecia- 
tive of these earnest endeavors is evidenced in a com- 
mendatory letter received from Iver-Johnson’s Arms 
and Cycle Works, an excerpt from which is published 
herewith: 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

We wish to thank you for the space allowed to this 
‘mportant matter of fire arms legislation. We think 
the whole trouble is that everyone seems to believe 
that “George” can do it. It is easy to think every- 
thing will move along in a satisfactory manner and 
someone else will surely attend to the work and 
nothing need be done by the particular one noticing 
the same, but it seems as though it is ever necessary 
for a few to be the ones to finally come in at the 
proper moment. At any rate, all the good work by 
creating interest, whether it be with the wholesaler, 
the dealer or the consumer, against erratic legislation, 
is surely appreciated by every manufacturer, whether 
he extends to you his congratulations or not. 

With best wishes, we remain, 

Yours very truly, 
Iver JOHNSON’s ARMS AND CYCLE Works, 
J. Lovell Johnson, President. 
Fitchburg, Massachusetts, May 24, 1917. 


~~ 


SAFETY LOCK FOR FIREARMS PATENTED. 








Prospero Donadio, Brooklyn, New York, assignor 
to Fred Biffar, Chicago, Illinois, has secured United 
States patent rights, under number 1,227,531, for a 
safety lock for firearms described herewith: 

In a device of the class described, a spring pressed ham- 
mer, a pin about which the hammer swings as a_ pivot 
Pe 














mounted to have longitudinal movement with its ends pro- 
truding on each side of the frame and a locking element for 
the hammer arranged to move in unison with the pin. 
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P. AND F. CORBIN, OF NEW BRITAIN, 
CONNECTICUT, SUFFER FIRE LOSS. 


P. and F. Corbin Annex of the American Hardware 
Association of New Britain, Connecticut, suffered 
from fire which destroyed ten sheds and wooden 
buildings. Some of the patterns used in the manu- 
facture of the products of the company were de- 
stroyed and the reported loss is said to be large. It is 
thought, according to press reports, the blaze was of 
incendiary origin, as several persons living near the 
plant report a series of explosions just prior to the dis- 
covery of the blaze. There were approximately one 
hundred employes in the Annex and their work is be- 
ing cared for in other departments, until rebuilding 


can be accomplished. 








A. M. HOLTER HARDWARE COMPANY OF 
HELENA, MONTANA, CELEBRATE 
FIFTIETH ANNIVERSARY. 





We have received a handsomely engraved card of 
greeting from the A. M. Holter Hardware Company 
of Helena, Montana, which is this year celebrating the 
fiftieth anniversary of the firm’s establishment. The 
message expresses the firm’s sincere appreciation of 
past friendship and expresses a cordial wish for the 
same pleasant business relations during the coming 
half century. This firm, established when Helena was 
a far out-post on the frontier of the country, has made 
splendid progress during its first fifty years of exis- 
tence and heartily deserves the highly renumerative 
trade which is enjoyed. All their friends will be glad 
to join with us in wishing this enterprising hardware 
firm many, many more years of continued prosperity. 
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SELLING OF ICE CREAM FREEZERS SOON 
TO COMMENCE. 


Warm weather has been rather reluctant in pay- 
ing us its annual visit this year, but its arrival may 
be confidently expected within the next few weeks. 
And as soon as the people of the country realize that 
spring and summer are facts rather than names, we 


can look forward to a bumper business in the hard- 


ware items desired during the warm spells. Promi- 
is the ice cream freezer, 


nent among these articles 
= which makes possible the prep- 
aration of this confection at home, 


and the North Brothers line 
comprises several modern types, 
one of which is shown in the 
accompanying illustration. This 





is the Lightning Ice Cream I*reez- 





ifioewret er, equipped with automatic twin 
Ice Cream Freezer. scrapers, pine pails with electric 
welded wire hoops, drawn steel bottom cans, covered 
gears, and a wheel dasher which revolves continuously 
during the final freezing of the cream and is said to 
produce the velvety smoothness secured in hand- 
made ice cream by careful and continued paddling. 
Full particulars of the Lightning and other ice cream 
freezers, together with details of the manufacturers’ 
selling helps, can be obtained by addressing the North 
Brothers Manufacturing Company, Philadelphia. 
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CARTOONS WHICH ARE TIMELY. 





Since the declaration of war, the press of the United 
States has busily advised the government as to 
how, when and why the taxes to cover the expense of 
the undertaking should be collected. Many of them 
have proffered advice from a personal standpoint or 





in protection of the interests behind them, but in the 
mass of data printed there have been several con- 
ceptions in the form of cartoons which tell in pictures 
facts which many words could not make clear. 


Muzzled 


[From the Los Angeles Times.] 
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Cartoonist Orr in the Tiny Tribune, a section of the 
Chicago Tribune, recently contributed the reproduction 
given here, showing the fallacy of killing the goose 
which laid the golden egg. 
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The Los Angeles Times, one of the leaders among 
the press of Pacific Coast, also contained a timely 
cartoon, which is herewith reproduced, showing the 
muzzling of business by the restrictive measures which 
some of the wiseacres of Congress are attempting to 
demand be put in the taxation measure. 

30th of these cartoons are illustrative of what is 
happening in our national capital. 


2 





WRITE FOR THIS INTERESTING BOOKLET, 
“WHY A SAW CUTS.” 





If anybody happened to ask the average retailer 
or mechanic the apparently-simple question, “Why 
does a saw cut?” it’s a safe bet that he’d have to look 
elsewhere for a satisfactory reply. There is really 
quite a bit more to this question than appears at first 
thought. For instance, why cannot a board of ordi- 
nary thickness be cut or divided by a blade with a 
knife edge when used in the same manner as a saw? 
We know that the knife will sever exceedingly thin 
stock but when it comes to thicker boards, the knife 
edge will merely “score” to a certain depth because 
the thicker portion of the beveled edge, coming in 


_ contact with the sides of the “scoring,” prevents the 


blade from entering further. Then again if addi- 
tional pressure is applied, the friction becomes so 
great that the blade is jammed or wedged in the 
board. From this it will be seen that there must be 
a sufficient displacement of wood to allow the blade 
to enter, so that its cutting edge may continuously 
reach and cut more of the wood. These and many 
other interesting points about the action of the dif- 
ferent saws are splendidly brought out in the 12-page 
booklet, “Why a Saw Cuts,” which has been issued 
by the manufacturers of Disston Saws. Copies will 
be sent to retail hardware dealers upon request, by 
Henry Disston and Sons, Incorporated, Philadelphia. 
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SECURES PATENT FOR GARBAGE CAN. 








Under number 1,226,634, United States patent 
rights have been granted to Frederick W. Briese, 
Jamaica, New York, for a garbage can described in 
the following: 


A garbage can comprising a can body having a slit. a rod 
extending across the can body in proximity to said slit, a 























slide engaging said slit and adapted to divide the can bod: 
into an upper compartment and a lower compartment, a” 
apertured disinfecting chamber located in the upper com- 
partment, and a member on the slide that engages said rod. 


= 





Faded romances, like withered roses, recall a glory 
that is past. 
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OPPORTUNITY FOR THE HARDWARE 
DEALER IN THE ‘‘SWAT THE 
FLY’? CAMPAIGN. 


The coming of warm weather gives the hardware 
dealer another opportunity to push a detail of his 
business to the front and take a swat at the enemy of 
the community, the fly, according to a recent article bv 
William Edward Park, in Michigan Tradesman. The 


article says: 

A lively store campaign—even a single good window 
display—will be timely in the first six or eight weeks of 
spring. It will, indeed, be good advertising at any time in 
the fly season, for there are a good many people who don’t 
get interested in fly swatting until the fly has grown fairly 
populous and all too prevalent for comfort. 

One dealer put on a good window last year. He got a 
big white card, in the center of which he drew a circle of 
several inches in diameter. The circle was a heavy black 
line. Inside was a heavy red line. Inside was white. In 
the very center of this white inner circle was pasted a single 
dead fly. 

On the outer edge of the circle was the following strik- 
ing lettering: 

One Fly 
In Forty Days 
Becomes 64,136,401 Flies 
Swat Him. 

The card was surrounded with fly swatters. The rest 
of the window was taken up with various fly fighting de- 
vices—screen wire, ready-made screens, garbage cans, etc. 
In the window were bulletined the familiar pictures issued 
by the health department, showing ‘the filthy and disease 
breeding activities of the common fly. 

The subject wasn’t new, after three successive annual 
Swat the Fly campaigns. Yet a host of people stopped 
short to look at that window, and a lot of fly fighting appli- 
ances were sold on the strength of its compelling argument. 

There are two sides to the fly-fighting campaign. The 
first is curative. The second is preventive. 

On the curative side, the only thing is to kill the fly, 
by every possible means. It is probably easier to sell these 
lines, for the simple reason that most people are readier to 
deal with any disease in a curative rather than a preventive 
way. They don’t fully realize the necessity of action until 
the trouble is right upon them. 

Lines that can be pushed advantageously in the hardware 
store are fly papers, fly straps, and swatters. The balloon 
fly trap is a quite salable device. Swatters are always in 
demand, retailing at from 5 cents up. They provide a lot of 
exciting sport for children, and adults too. These articles 
are all small items. It takes a lot of them to pile up big 
sales. Yet they sell readily and quickly. They are staple 
articles in most instances, and it requires no very remarkable 
knack of salesmanship to turn them into money. Put them 
in the window once or twice, and give them a table or a 
corner of the counter for interior display, ticket them with 
price cards, and they will very largely sell themselves. 

The simple swatting or catching process is one step in 
the campaign. Another is to keep the fly out of the house. 
At the same time, with summer weather ahead, most folks 
want to let fresh air in. Here is where the screen comes in 
and finds a sale. 

Ready-made screens—the little, telescope variety that 
slide in and pull out to accommodate themselves to any 
width of window—are a good, salable line. A good share of 
your customers will find them sufficient. 

The alert dealer, however, should not rest satisfied with 
selling a couple of these screens. Every house should be 
fully equipped, with a screen for each window. When you 
are selling one, two or three, ask how many windows there 
are, and give a price upon a full equipment of screens. 
Urge that a set of screens for every window is an asset in 
any house; that with a complete set, a lot of running about, 
lifting and letting down of windows and other labor is saved. 

Many people—particularly carpenters and mechanics— 
will prefer to buy the wiré and make their own screens to 
fit the windows. Here, again, the tendency will be to pro- 
vide only a few screens; and the business of the wideawake 
salesman is to sell enough wire to screen every window in 
the house. Incidentally, don’t forget that with such screens, 
hooks or catches are needed to hold them in. See that the 
purchaser of the screen wire has a full equipment of hooks 
and catches. 

_ So much for the curative side of the fly-swatting cam- 
paign. The preventive side has equally important business 
possibilities for the hardware dealer, although it takes a lit- 
tle more work to cash in on them. 

For instance, there should be a good sale for covered 
garbage cans in various sizes. Where there is a regular col- 
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lection of garbage, such cans are usually required by the 
municipal ordinances; and even where they are not required, 
the covered garbage can is a very potent help to the indi- 
vidual who wants to secure a fair degree of immunity from 
the fly pest. 

_ Science has demonstrated -that it takes approximately 
eight days for the fly’s egg to hatch. If, therefore, any 
garbage, manure or other likely breeding beds are sprayed 
regularly and systematically, once or twice a week, with suit- 
able mixtures, the development of new flies can be largely 
prevented. This preventive work is important in stables and 
farm yards where it is difficult—indeed, impossible—to keep 
the premises absolutely clean. There are a number of com- 
mercial mixtures on the market suitable for this purpose. 
Common kerosene is stated to be excellent, soaked in with 
the aid of water; and paris green in solution has also been 
recommended. These, also, are hardware lines. 

Of course, the Swat the Fly campaign can be broadened a 
great deal. Thus, paint is a very helpful form of fly-swatter. 
Flies breed and find refuge in cracks and crevices in 
weather beaten or rotted woodwork. Paint all woodwork, 
finish or wax all interior woodwork, and thereby prevent 
the wood from rotting, and the flies from getting in. This 
is one of the sanitary points which the hardware dealer can 
urge in connection with his spring paint campaign. 

The Swat the Fly campaign, in turn, links up naturally 
with the clean up and paint up idea, each helping the other. 

Various advertising stunts have been adopted in con- 
nection with swatting the fly in a business way. Good win- 
dow displays can readily be devised. In these, the various 
lines can be shown—screen doors and windows, screen wire, 
garbage tins, fly swatters, fly paper, traps, paint—anything 
that, whether nearly or remotely, can be linked up with the 
campaign. If possible, devise some striking central idea to 
drive home. 

In the early fly-swatting campaign, many newspapers 
started fly-swatting contests, offering prizes for the largest 
“catch.” Women’s clubs also carried on similar campaigns, 
designed to drive home the idea of killing the fly on sight. 
In many places it might be a good advertising stunt for the 
hardware dealer to offer prizes in such contests, or to stage 
a contest of his own. In the main, however, it will be 
found sufficient to use ordinary advertising methods. 

Incidentally, don’t forget that swatting the fly, like char- 
ity, begins at home. A clean hardware store naturally at- 
tracts few flies; but steps should be taken to shut them out; 
or, if anv get in, they should be provided with accommoda- 
tion on fly paper. 


PATENTS COMBINED CARPENTER’S SQUARE 
AND MITER GA UGE. 





Under number 1,226,172, United States patent 


rights have been granted to Clarence Franklin Ben- 
jamin, Milford, Connecticut, for a combined car- 
penter’s square and miter gauge, described herewith: 


In an instrument of the character described, a body con- 
sisting of spaced plates and a sleeve interposed there-between, 
a blade disposed loosely on the sleeve between the body plates 
for swinging movements. a circular series of teeth provided 
on the blade about the sleeve, the opposing face of the ad- 






1,226,172 


2 


jacent body plate being provided with a like series of notches 
to receive the teeth, a button having spaced pins slidable 
through the body plate specified and adapted to engage the 
blade at points within the circular series of teeth, and a 
bowed spring interposed between the other body plate and 
the blade to hold normally the teeth in engagement with the 
body notches. 
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NEWLY WEDS FERTILE HARDWARE 
BUSINESS FIELD. 


With the opening of June, the month of brides and 
roses, there is much in this connection to interest 
the wide awake hardware merchant. The incidental 
buying of the wedding gifts, should be but the first 
step, in what should prove a highly lucrative business, 
if properly followed up. 

Every newly married couple means a new household 
to be furnished and kept up, and it is highly impor- 
tant to connect the new home builders with the hard- 
ware store as permanent customers. 

The bride and groom must buy somewhere. Why 
not of you? 

It makes no difference how generous have been the 
gifts which have been showered on them by their 
friends, when they settle down to housekeeping they 
will find many little things which they must purchase. 

The kitchen equipment is never enough, there have 
been so many little things overlooked or forgotten. 
The merchant who is in their mind and fills these im- 
mediate wants is almost sure to make a permanent 
customer of this new home making pair. 

Thus it is well for the hardware merchant to get a 
line on the newly weds before they are actually set- 
tled, better still if it can be gotten before the cere- 
mony is performed. 

While June is the month of marriages, so called, 
this is not only June business but it is all the year 
around business and one which can be developed into 
splendid proportions. It is well to make this business 
a part of the regular selling plan and with that end 
in view, secure the street address of the prospective 
newly married couples. These addresses which should 
have a special mailing list, till they are settled in their 
new home, should be secured as rapidly as possible. 
The names can be secured through engagement no- 
tices in the newspapers, through the issuance of mar- 
riage licenses and in various other ways, which, while 
it may take a little additional effort at first, pays well 
in the end. 

Having secured the addresses, a carefully compiled 
card index system is a valuable aid, as on it notations 
can be made of changes of address and other perti- 
nent data which will act as a guide in mailing litera- 
ture to the prospects. 

Tact is required to properly approach such prospec- 
tive customers and win their confidence and trade. 

One merchant has a series of letters, starting with 
one of congratulation on the marriage and extending 
over the entire year. The initial letter is mailed to 
reach the newly weds on the day they take up house- 
keeping, if it is possible to learn that date, supplement- 
ing the brief congratulations being some suggestions 
regarding this merchant’s store and its ability to serve 
them in anyway they wish. This merchant clinches 
his congratulation with a telephone call which invari- 
ably brings a response and generally effects a sale as 
most newly married folk are a trifle timid about mak- 
ing purchases for the new household. 

In the second letter this merchant encloses a neat 
booklet, which contains a list of the articles he car- 
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ries which are needed in the home, so divided that 
every article is listed under the room in which it be- 
longs, such as kitchen equipment, laundry supplies, 
etc. 

Such a list will generally suggest to any housewife 
many things she would like in her home and which 
are not included in the general equipment. 

From this time on, the merchant referred to sends 
seasonable letters containing prices and bargains. 

On the card index it is also well to note whether the 
new home makers are tenants or owners of their home, 
for in the later case, they are in line eventually for 
paints, interior finishes, wall paper and other lines in 
the repair of the house. 

Of course with all this, the vital factor is person- 
ality. If possible it is well for the merchant to casu- 
ally meet the head of the house. At first no doubt the 
husband will do the buying and he will naturally go 
to the hardware man, who had found time to press 
his hand in greeting and congratulation upon his new 
social state. Some of the bridegrooms may feel awk- 
ward and timid but in most cases they appreciate the 
interest shown. Way down deep in our hearts we are 
all human and like words of flattery, even if we know 
they are not sincere. They sound good at least and the 
newly wed is no different from the rest in this re- 
spect. 

It is not every merchant who will take the trouble 
to display this much interest in the young couples but 
the man who does is pretty sure to benefit thereby. 

Late in June or early in July when most of the 
newly weds have returned from their honeymoons, a 
‘Special Sale for Newly Weds” is not a bad idea and 
will attract favorable custom, at the same time giving 
the merchant the opportunity to start the practice of 
catering to the newly married people of his com- 
munity. 

In this line a special window display of articles of 
interest to the bride or the newly started housekeeper 
is of especial importance. In it can be suggestions of 
many things which are needed in the new home and 
the presence of them in the window will often lead to 
a sale when-all other appeals have failed. In this con- 
nection there is also the suggestion for wedding pres- 
ents so that the window display, if properly arranged, 


works both ways. 


The sale would afford an opportunity for the bride 
to see other brides, even if she was timid about com- 
ing alone to your store. Such a time is opportune for 
demonstrations of household goods and particularly 
cooking devices, at which time refreshments can be 
served. Some merchants use a leader to induce this 
class of trade to come to the store, others send a small 
present at the time of the wedding, bearing their card 
and congratulations. Or some small article, an ac- 
count book, for instance or even a date book, is sent 
the bride when.she starts housekeeping as tangible evi- 
dence of the merchant’s good will and as an impetus 
in securing her trade. 

There are many other ways in which the business 
of the newly weds can be secured, these are but sam- 
ples and it is well for the progressive hardware mer- 
chant, who has so much to sell them to make a par- 


ticular study of this business. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








CLEVER WINDOW DISPLAY OF WASHING 
MACHINES AND SUPPLIES HOLDS 
INTEREST OF PASSERS-BY. 


A very clever piece of work was dene in the window 
display of washing machines and supplies shown in 
the accompanying illustration, which was arranged for 
Jornt Brothers, 117 Milwaukee Avenue, Kenosha, 


Wisconsin, and _ received Honorable Mention in 








Behind the electric washer was placed a hand power 
machine operated by a gas engine. A dummy standing 
in front of this machine with his left hand on the 
lever served to show that it could be operated by hand 
as well as by a motor. In the wringers on both ma- 
chines were arranged endless towels which had sales 
talks printed on them and ran over crown pulleys 
attached to the ceiling. 

The background of the window bore several cards 














Window Display of Washing Supplies Awarded Honorable Men‘ion 
Arranged for Jornt Brothers, 


Window Display Competition. 


AMERICAN \ARTISAN AND HarpWArE Recorp Window 
Display Competition. As can be seen, in the center 
of the window an electric washing machine was set up 
complete and kept in operation. The movement of 
the apparatus naturally kept the large mass of soap 
suds constantly in action, and practically anything in 
action is a decided attraction to the passer-by. Ac- 
cording to the window trimmer, the people were kept 
guessing as to the nature of the suds, which were of 
course the real thing. Some thought that it was cotton 
batting and others said that it was paper with an elec- 
tric fan underneath. 
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explaining the construction of the washers and the 
name was spelled out with festoons of crepe paper. 
To the right and left of the central display, the floor 
and also the walls were arranged with ironing boards, 
wash boilers, wash boards, and several types of the 
Anchor Brand clothes wringers. All in all, the win- 
dow display proved quite interesting, especially be- 
cause it is unusual for a hardware retailer to give over 
an entire trim to washing supplies. 
See eee ar eT 

Our idea of a wise man is one who is just a trifle 

less foolish than the majority. 





JUDGING THE EFFICACY OF WINDOW 
DISPLAYS. 





The Chamber of Commerce of Danbury, Massa- 
chusetts, held a window display contest during Dress 
Up Week, and it no doubt will interest retail hardware 
dealers and their salesmen to know how this body of 
business men gauged the effectiveness of the various 
arrangements that were submitted. The winning dis- 
play scored 87 out of 100 points on the following 
basis: 

Selling force—so points. As the primary object of 
every window display is to sell goods, this feature 
should receive the greatest consideration. By selling 
force, we mean the general effect of the window as a 
whole—the manner in which the merchandise is pre- 
sented, and explained by means of show cards, etc. 

Attractiveness—2o points. By this we mean the 
power of the display to catch the eye and stop the 
passer-by for a closer examination of the merchan- 
dise. This object may be obtained by means of the 
background or setting or through some striking dem- 
onstration as to the manner in which the displayed 
article is to be used. 

Handling of merchandise—1o points. Handling of 
merchandise is an important factor in bringing out the 
attractiveness or usefulness of the articles shown. In 
passing upon this feature of the display the judges will 
have to determine how the trimmer has arranged and 
placed his goods to bring their best points to the atten- 
tion of the observer outside the window. 

Workmanship—io points. By workmanship is 
meant the neatness with which the various details of 
the construction of the background, special fixtures 
and other details of the display are carried out. 

Show-cards—5 points. Every show window re- 
quires a show card of some sort and this should be 
judged by its appropriateness, the neatness with 
which it is executed, and its value in explaining or 
describing the goods on display. 

Cleanliness—5 points. Every display window 
should be immaculately clean—inside and out. This 
makes 100 points. 


~-- 


F. E. MUZZY INTERESTED IN FOX RAISING 
RANCHES ON PRINCE EDWARD ISLAND. 








In a recent issue of the Charlottetown Guardian 
of Charlottetown, Prince Edward Island, which has 
been received by AMERICAN ARTISAN, there is an inter- 
esting account of the fox raising activities of Mr. F. 
FE. Muzzy, of Springfield; Massachusetts, who has con- 
tributed so many interesting articles to this publication. 

Mr. Muzzy recently became interested in this novel 
industry and is spending the major portion of his time 
near the fox ranches on Prince Edward Island. 

‘According to the Charlottetown Guardian, Mr. 
Muzzy looks for a successful season this year as all 
the ranches report splendid litters of young foxes and 
he is quoted as saying each of the three companies he 
is interested in will pay better than seven per cent 
dividend to the stockholders. 

It is evident that the same painstaking care which 
made him a successful traveling salesman and later 
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famous manufacturer has been taken by Mr. Muzzy 
into his new vocation, for he tells very entertainingly 
of his plans and his desire to keep the stockholders 
posted at all times as to the condition of the different 
ranches. 

He is also quoted as saying, that, at the present time, 
none of the holders of stock can be induced to sell 
even when cash buyers are ready to take over the 
certificates they hold. 





ADJUSTABLE TRY AND MITRE SQUARE ONE 
OF HANDIEST TOOLS IN CARPENTER’S 
KIT. 





For doing short work about windows, doors, etc., 
or i@ putting on butts or locks, the Stanley Adjustable 
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“Stanley Adjustable Try and Mitre Square Number 21. 


Try and Mitre Square Number 21 is said to form 
one of the handiest tools in the carpenter’s kit. It has 
an adjustable blade, and being reversible, provides any 
size of try or mitre square within the capacity of the 
tool. In reversing, furthermore, it is not necessary to 
remove the blade from the handle—consequently the 
tool is always assembled and ready for use. Accord- 
ing to the manufacturers, the locking device is such as 
to insure the blade being firmly and accurately secured 
at any point desired; the edges of the blade are ma- 
chined, graduated in 8ths, 16ths and 32nds of inches; 
and the tool is square inside and out. It is made in 
three sizes, with both handle and blade nickel plated, 
and also serves excellently as a depth and marking 
gauge. The manufacturers are in a position to quote 
attractive prices, and full particulars together with 
price list can be obtained from the Stanley Rule and 
Level Company, New Britain, Connecticut. 


_ 


PATENTS CASH REGISTER. 








Haakon A. Martin, Dayton, Ohio, assignor to The 
National Cash Register Company, Dayton, Ohio, has 
procured United States patent rights, under number 
1,226,682, for a cash 
register described in 
the following: 


In a machine of the 
class described, the com- 
bination with an account- 
ing device; of an actuator 
therefor capable of mov- 
ing to either side oi 
normal position; a driving 
member for said actuator 
having a movement of in- 
variable extent to either 
side of normal position; 
and manipulative means 
for determining the direc- 
tion of movement of sai? 
driving member. 
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HOW ADVERTISING AFFECTS THE PRICE 
OF GOODS. 


Professor Paul H. Nystrom, who has for several 
years been teaching retail merchants many of the little 
tricks in store keeping, recently appeared before a 
Congressional committee who were deliberating on 
the price fixing question. In his talk he made some 
pertinent remarks anent advertising and how it affects 
the price of goods sold by the retailer. The biggest 
point which the student of the question made, accord- 
ing to the recent report from Printers’ Ink, was that 
advertising was the real stimulant of the retail busi- 


ness. He said in part: 


“A farmer having two fields alongside of each other 
that he wishes to test in the production of crops may apply 
fertilizer to one and to the other we will say he gives nothing 
in the way of nutriment to the soil. He is using the original 
soil in each case, but in one case he is adding fertilizer and 
the other he is not. 

“Now, because he adds fertilizer to that soil, providing he 
uses correct judgment in its application, both as to kind and 
amount, he gets a very much increased product from the 
soil; he has reduced the cost of its production on that acre 
of land as compared with the acre of land he has not used 
fertilizer on. Advertising is the fertilizer in the field of 
business. Advertising rightly applied, reduces the cost of 
distribution.” 

The business of alarge clothing manufacturer of Chicago 
was the example chiefly relied upon by Professor Nystrom 
to bear out his contention that advertising is entitled to be 
looked upon as a business fertilizer. Said the authority on 
retailing, relative to this incident: “Before they began to 
market their men’s suits by the help of advertising they had 
a selling expense that ran over 10 per cent of their sales. 
They introduced national advertising and have been able to 
cut their sales expense down until it is now less than one-half 
of the original amount and the reduction was due to applying 
the help of national advertising.” 

The manufacturer of a small kitchen utensil—a patented 
article—was the beneficiary in another incident related by 
this observer of advertising influence. The kitchen utensil 
was put on the market several years ago and advertised to 
sell at 35 cents. Recently the price of the specialty was 
reduced to 25 cents, and although the period that has elapsed 
since the reduction has been much shorter than that wherein 
the article was on the market at 35 cents the sales of the 
utensil have already been multiplied twelve times and the 
profits of the manufacturer have been increased many 
times over. 

Cost of Conducting Retail Business. 

Relation between advertising, local and national, as a 

fertilizer and the retailer’s cost of doing business was under 
discussion when Professor Nystrom gave the results of his 
latest investigation of the cost of doing business in various re- 
tail lines. He sought information at first hand from 100 mer- 
chants in various lines and obtained detailed data from 
seventy-nine. As the result of an analysis of these figures he 
found that seventeen grocery stores showed cost of doing 
business of 12 to 21 per cent; eleven dry goods stores showed 
16 to 25 per cent; eight furniture stores reported 22 to 28 
per cent; eight shoe stores indicated 16 to 27 per cent; eight 
hardware stores showed 17 to 26 per cent; seven men’s 
clothing stores had a total expense account running 20 to 30 
per cent; for three drug stores 24 to 30 per cent was the 
ratio; for four jewelry stores the range was 25 to 32 per 
cent, and eleven department stores reported the cost of doing 
business as varying from 22 to 30 per cent. 
_. “Big Ben” selling policy was made, in the course of a 
joint debate between Professor Nystrom and several con- 
gressmen, an issue on the score of whether or not there was 
danger that a manufacturer would overdo the use of “fertil- 
izer” in stimulating his business. Congressman Decker, who 
resides in Joplin, Missouri, opened up on the manufacturers 
of the “Big Ben” alarm clock by relating the reported ex- 
perience of a retailer who, he said, had lived in his home 
town for thirty years. According to the representative this 
jeweler had handled the “Big Ben” line for a number of 
years when, as the story went, a man came around and 
explained that the price of the widely advertised clock was 
to be advanced 75 cents, of which excess the dealer was to 
receive 50 cents and the manufacturer 25 cents. 

_ “You see they wanted to make him a fertilizer too,” said 
Congressman Decker, “so that when a man came in and 
asked for a clock the dealer would recommend ‘Big Ben.’” 
But this particular dealer was quoted as saying to the travel- 
ing representative: “You cannot rob my people. I have got 
1 clock here and I will take it apart and I will defy any 
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jeweler in the United States to give me any reason why a 
single part or all the parts put together do not make as good 
a clock as ‘Big Ben,’ and I am not here to rob my people.” 
Professor Nystrom commented, “What the jeweler did was 
exactly the right thing to do. 

The interpreter of advertising as a fertilizer, contended 
however, that advertising prestige will not impel an advertiser 
to advance prices. This was in answer to the inquiry of Con- 
gressman Sterling, who asked if manufacturers were not 
eager to fix resale prices so that they might scale up quota- 
tions and add the advertising cost of the goods. “I think 
that I formerly held exactly the same view,” said Professor 
Nystrom, “but I have changed it. Let us take this kind of 
underwear that I wear—the -B. V. D. underwear. They are 
all competing for my trade, and if the B. V. D. fixes its 
price too high I will purchase other brands of underwear.” 

A Chicago catalog house was cited by this advocate as 
illustrating the method of the use of “leaders” as seeking to 
make the announcement of low prices on a few well known 
articles serve as advertising fertilizer for an extensive line 
of unidentified goods. The current grocery catalog of this 
catalog house was the subject of consideration and Professor 
Nystrom declared that the Chicago house in listing more than 
800 grocery items quotes on only thirty-one advertised 
brands, “and they cut on all of the thirty-one,” he added— 
“everything else is a private brand and high in price.” 


~~ 
dl 


PROSPERITY DESPITE THE WAR. 








In war times as these, when there is likely to be a 
pronounced inclination towards hysteria and panic, 
clear reasoning generally shows that there is no stable 
basis for such beliefs. One of the messages in the 
current issue of “Hackley’s Store News,” published 
by E. Hackley, the progressive retail hardware dealer 
at Earl Park, Indiana, treats the situation in the fol- 
lowing optimistic manner, pointing out that for the 


time being there is no serious cause for alarm: 
Prosperity Seems Assured Despite War Outlook. 

Some people are asking these days what probable effect 
the trouble with Germany will have upon America’s prosperity. 

This is not altogether a worthy question when viewed 
from the standpoint of personal advantage or personal gain. 
However, considered in the broad sense of the country’s pros- 
perity as a whole, it demands careful and earnest considera- 
tion. 

We speak about it in this little store paper because it is 
something the individual citizen, no matter who he may be, 
should keep in touch with. 

Never in the history of the United States has it been in 
such a good financial condition to wage war. We are the cred- 
itor nation of the world. The old countries of Europe have 
been pouring their gold into our coffers. We easily can be 
counted today as the richest nation in the world as well as the 
most potentially powerful. 

But the country is made up of individuals. If enough in- 
dividuals suffer, the country as a whole will suffer. How, then, 
about the individual? 

From all that a careful and impartial study of the situa- 
tion can reveal it would seem that the individuals were going 
to suffer but little through the complications in which we now 
find ourselves. 

The factories of the country are filled to the brim with 
merchandise orders—more than they can fill for months to 
come. Everybody who wants a job has one at good pay. 

This condition will be augmented rather than lessened by 
the international complications in which we now find our- 
selves. With the increase in the manufacture of war-making 
material, labor will become more scarce and wages higher, 

This will mean higher prices also. But higher prices are 
not such an unmixed evil when one has the money to pay them 
and when he considers what they are doing for the country 
at large. 

Reasoning the matter out from our little situation here 
we should say that business will not be seriously disturbed, 
that people will continue being prosperous and that there is no 
serious cause for alarm as to the economic status of things as 
they will be during the next few months. 

Will the trouble with Germany result in a real war? This 
is a matter of guesswork only. Let us hope for the best and 
trust that peace soon will come not only to us but to all the 
world. 

Meanwhile, let us go ahead in accordance with that 
famous saying, “Trust in God and keep your powder dry.” 





It may be hard to understand how some men cannot 
sell goods, but it is harder to understand how some 
others do. 
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SELLING HARDWARE AND STOVES BY 
DEMONSTRATION. 


There is an old adage “Seeing is believing” which 
applies particularly in the selling of various lines in 
the stock of the retail hardware store. Many pro- 
gressive hardware dealers, cognizant of this condi- 
tion, have conducted public demonstrations of certain 
articles with exceptionally-gratifying returns in the 
shape of increased sales and new customers. They 
realize that many a prospective purchaser of a stove 
or heater, vacuum cleaner, electric appliance or cook- 
ing utensil does not decide to make a purchase until 
she has seen the article in actual use, and for this 
reason they are willing to go to the trouble and ex- 
pense of arranging for various demonstrations, know- 
ing full well that it generally proves a very profitable 





venture. 
In a recent demonstration which lasted two days 


and was in every way an unqualified success, the meth- 
ods cited in the following were employed and may 
serve as suggestions to dealers who are contemplating 
similar moves: First the owners sent out announce- 
ments to all the people in the town and the country for 
miles around inviting the families to visit the big 
demonstration of household needs. Then the invi- 
tation was repeated in the local newspapers, and a 
large sign was strung across the front of the store 
while small cards bearing the message were placed 
in the windows. 

The expense involved was naturally of appreciable 
proportions, but this advertising served to attract 
crowds of people who thronged the store both days 
and evinced a marked interest in every demonstration. 
The people were deeply absorbed in the various elec- 
trical appliances for cooking, toasting, ironing, house- 
cleaning, etc. ; and the convenience, the cleanliness and 
the economy of each article was properly emphasized, 
so that a good number of sales resulted. 

The series of demonstrations, being held in the 
spring, naturally included exhibitions of the many 
paint-up and clean-up needs such as paints and var- 
nishes, oils, stains, window and door screens, locks, 
hinges and similar items. Gardening needs, which are 
especially popular this year, were also shown, as weil 
as tools forthe amateur mechanic and the “handy 
man about the house.” 

Oil, gas and gasolene stoves also proved interest- 
ing items and the demonstrations of the various types 
were followed closely by the audience. The economy 
and convenience of these stoves, especially in the sum- 
mer time, were dwelt upon and all the latest features 
emphasized in a convincing manner. Various other 
lines were demonstrated and the event served to show 
to the dealers that a demonstration effectively supple- 
ments advertising because the impression of an article 
cannot be fully gained from pictures alone. Hence 
demonstrations afford dealers a splendid opportunity 
of introducing new lines and illustrating their advan- 
tages to prospective customers. 

It also proved that it was worth while to devote 
plenty of floor space to this purpose, and that aside 
from interesting old customers in the various lines, the 
occasion was instrumental in bringing many new cus- 
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tomers to the store. The dealers believed in doing 
everything thoroughly, and the numerous visitors to 
the store evidenced by their inquiries and purchases 
that demonstrations so conducted are an unsurpassed 
means of arousing interest and stimulating sales. 
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CLEVELAND AND BUFFALO TRANSIT 
COMPANY OPEN LAKE SEASON. 





The season of the steamers on the great Lakes has 
been opened and the sound of the steamboat whistle, 
as the boats steam to and from their docks, is a wel- 
come one to many, especially as the warm weather 
approaches. 

Not only do the steamers afford a cool, atractive 
way of traveling but they also open new adventures 
for one’s vacation. That the steamer is cleaner than 
the railroad train goes without saying and as one is 
relieved of the crowded condition of the latter, it 
makes the ideal way of passing a few restful days or 
a week end. 

The officials of the Cleveland and Buffalo Transit 
Company who operate the great ship “Seeandbee” 
and the steamers “City of Buffalo’ and “City of 
Erie” daily between Cleveland and Buffalo feel cer- 
tain this season will surpass all others in the volume 
of passengers and freight carried on their boats. Never 
before has the business started with such a rush and 
this surely reflects the prosperous condition of the 
country. 

Alluring trips by water afford a vacation trip at a 
reasonable cost with a daily change of scene which will 
be appreciated and there is no better way than on these 
palatial steamers of this company. 

Full information concerning their steamers and the 
schedule of the trips will be gladly sent to any one 
who will communicate with the home office of the 
Cleveland and Buffalo Transit Company, at Cleveland, 


Ohio. 
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LAWN MOWER PATENTED. 


Under number 1,225,050, United States patent 
rights have been granted to William S. Pedlar, Van- 
couver, British Columbia, Canada, for a Lawn Mower 


described herewith: 
In a lawn mower the 
f 1.225,050 combination of a 
- “ wheeled body including 
s) = a rotatable knife shaft, 
: | and traction operated 
means for rotating said 
knife shaft, knives car- 
ried by the shaft, arms 
adjustably secured to 
opposite sides of the 
wheeled body, a supple- 
mental knife shaft jour- 
nalecd in said: arms, 
sprocket wheels fixed on 
the first named _ knife 
shaft and the  supple- 
mental knife shaft, a sprocket chain traveling on said sprock- 
et wheels, and knives mounted on the supplemental knife 
shaft having outer ends disposed beyond the adjacent side of 
the body and their inner ends disposed inwardly of the adja- 
cent ends of the knives mounted on the first named kniie 


shaft. 


























Lu 
— 





/o 



































27 





& 


- 
> 


If you raise your bread and meat, no middleman 
will tell you when to eat.—Galveston News. 
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HAMMERING AWAY AT CATALOG HOUSES. 


The weakness of mail-order prices has been dis- 
covered by various retail hardware dealers and em- 
phasized to the community in an effective manner. 
Probably one of the most striking instances of the 
“showing up” of prices of catalog houses was a four- 
column advertisement which H. L. Emmons, Spencer, 
New York, ran in a large circular featuring an 
Economy Sale. The writer brought out several perti- 
nent facts and convincing arguments which every 
dealer facing such competition will find valuable to 
use, and the gist of his advertisement follows here- 


with: 
The Mail Order House Preblem. 

We are going to ask the indulgence of our readers to dis- 
cuss the mail order question. Most everybody well knows 
their side of the story, as almost every mail brings many of 
their catalogs, both large and small, telling of great bargains, 
to do away with the retail man, as he is robbing you, etc. 
These catalogs are filled with large, magnificent pictures and 
descriptions, written by the best and highest priced advertis- 
ing men that money can get. Turn to their corsets and ready- 
to-wear section. Can you blame a girl or woman for wanting 
these, if it would improve their shape or make them look one- 
tenth as pretty as these pictures? 

This is a life and death proposition to the retail merchant, 
against which he has to fight, and if he don’t make a good 
fight, there will not be any country merchant in a tew years to 
come. We propose to fight them hard, but will fight them 
fair, asking no odds or favors. 

Now, we are not going to ask you to trade with us, he- 
cause.we have been with you through thick and thin for more 
than 70 years (and some of the years have been mighty thin, 
too), nor because we have invested every dollar that we have 
in Spencer, hoping to help improve the town, nor because we 
pay taxes and help support the schools, churches, donate a 
little to help the poor, make good roads, support the public 
library, give our time to help along the good local causes, or 
because we sell you a few goods on time when you are a little 
hard up, brt because we believe our prices are right and our 
service is right. 

We don’t think the comparison fair when they take some 
small articles as a “leader” or “bait” or “order starter,” such 
as a 5c fly swatter for 2c or a 5c egg whip for 2c, or a 5c A, 
B. C. plate for 2c. Put take their regular line cf goods and 
vou will find us right on the “firing line.” 

The following comparisons are taken from Montgomery 
Ward’s new Catalog, Number &6, just out. Turn to page 288, 
Number 148D4063, Childs’ Steel Wagon, $1.55; our price is 
only $1.25, or to page 304, Number 147D3456, 24 inch Fibre 
Suit Case, for $1.65, our price only $1.50; or to page 334, 
Number 53D4179, 25 Double Sheets Tanglefoot Fly Paper, for 
75 cents; our price was always 40 cents; or to page 334, Num- 
ber 53D4109, 8 ounces LePage’s Glue 25 cents; our price 20 
cents; or to page 449, Number 186D1313, White Enamel Com- 
binet, 12 quart size for $1.73; our price is $1.50. Page 335, 
Newer 53D4234, White Enamel Bed Pan, $1.98; our price 
$1.50. 

Or to page 458, Number 186D2511, 5 gallon Galvanized 
Oil Can, 87 cents; our price is 75 cents; or Number 86D2232, 
Nu-Style Lanterns, 93 cents; our price 9) cents; page 465, 
Number 150D1339, Sanitary Stoneware Combinets, 89 cents; 
our price 65 cents; or No. 50D1428, 3 gallon Gray Sanitary 
Glazed Stone Crocks, 43 cents; our price 30 cents; or to page 
466, Number 50D2027, Medium Weight Colonial Glass Tum- 
blers, 58 cents dozen; our price 35 cents. 

On page 467, Number 50D2768, Nickel Plated Reading 
Lamp, $2.10; our price for the genuine Rayo is $2.00. On 
page 349, Number 53D7016, Pint Cans Genuine Pine Tar, 19 
cents; our price 15 cents. Page 363, King Lever Action 500 
shot Air Rifles, $1.85; our price $1.50; 3-in-1 oil, 10 cents; our 
price the same (and we need the money) ; page 445, Number 
9 Solid Copper Wash Boilers, $4.29: our price on the same 
weight, with a much better cover, only $4.00; page 446, Number 
186D289, Extra Heavy Galvanized Pails, 12 and 14 quarts, 62 
cents and 78 cents; our price, 45 cents and 50 cents; Spring 
Clothes Pins, 3 dozen for 17 cents; our price 5 cents a dozen. 

Now, do not understand us to say that we are lower on 
everything they have in their catalog, but we do claim that if 
vou will pay us cash in advance, with the postage, money 
order, etc., with freight or express charges added, if von don't 
order 50 pounds and will give us as much time as they take, 
that we can save you money on almost every article they have 
in their book. 

Now take the Tanglefoot Fly Paper, 25 double sheets, for 
75 cents, an article used in practically every home in the town. 
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We know about what this: article costs them, and we are sure 
that they make over 100 per cent profit on it. Is it any won- 
der that they make millions of dollars every year, and cut 
melons for their stockholders? 

In making these comparisons, we have made no mention 
of postage, money order fees, express, freight, etc., to say 
nothing of the fact that you are in most cases buying some- 
thing without seeing it. When you buy goods from your 
local merchant, vou see the article first. When anything 
doesn’t prove up to the standard, you can get redress in a 
hurry, but if you buy at a distance, what is your come back? 

There is another factor, not often thought of, which! we 
think is much in our favor, that is, that almost all of our stock 
is composed of the best known makes of goods on the market. 
Take “Peninsular” and “Sterling” Stoves and Ranges, “Yan- 
kee” Tools, “Disston’s” Saws, ‘“Maydole” Hammers, “Univer: 
sal” Bread Mixers, Food Choppers, etc., “Black Cat” Hosiery: 
“Durland-Weston” Shoes, etc., and many others. Better goods 
are not made by anyone. 

They have hundreds of articles in their catalog on which 
there is no way of making comparisons. They are either 
brands of their own make, or “Wild Cat” brands, and there is 
no way to judge their value. 

We defy any mail order house to give a Better Guarantee 
or to do more or harder work to satisfy a customer than we 
do. If you have got an order made out to send to some of the 
mail order houses, bring it in and let us show you what you 
will save to buy of us, without the cost of doing the work, 
postage, money order, etc. 


—_+o<-- —-—_—_——_ 


PATENTS ASH SIFTER. 





Samuel Duskes, Montreal, Quebec, Canada, has ob- 

tained United States patent rights, under number 

é 1,225,941, for an ash sifter, 

s which is described in the 
, following : 


An 
character 
ing an 
journaled 
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of the 
compris- 
shaft 
car- 


ash __ sifter 
described 
ash can, a 
therein, bars 
ried by said shaft and = ar- 
ranged at right angles’ to 
each other, a _ sifter provid- 
ed with an _ extension rim 
adapted to be engaged by 
said bars, and washers car- 
riel by the opposite ends 
of each bar and_ adapted 
to engage said extension 
rim to prevent lateral move- 
ment of said sifter  rela- 
tively to said bars. 



































KNOWING YOUR BUSINESS PAYS REAL 
PROFITS. 


A large wholesale hardware house has an informa- 
tion department in which is tabulated a great variety 
of current facts affecting markets and buying. At 
regular intervals the house sends enquiries to all its 
traveling salesmen instructing them to mail to the 
main office on a specified day definite information 
bearing on crop conditions, industrial developments 
and local situations generally. 

When all these reports are in, the information they 
contain is tabulated and arranged for quick reference. 
Graphic maps are then drawn in colors, and the heads 
of the business are able to size up every salesman’s 
territory at a glance. This gives them data on which 
to base estimates of what the salesmen can be expected 
to sell; and it gives a basis for buying. 

If, for instance, the hay crop is poor in one section 
it will have a bearing on baling wire. If automobile 
sales are good in another section it will accelerate the 
sales of certain lines of hardware. This is simply 
the old proposition of knowing your business. “Going 
it blind” is the cause of much disaster. 








32 


HARDWARE SOLD IN THIS 


DECADE. 


Times do change and while there is a trite saying 
that there is nothing new under the sun, the men 
who have been engaged in the hardware business for 
the past decade have witnessed some radical changes 
in the goods they carry in stock. 

It was not so very long ago that tacks, tack hammers 
and carpet stretchers were an important part of the 
stock of any well regulated hardware department, but 
now they are seldom called for. Carpets have been 
gradually eliminated by the more easily cleaned and* 
handled rugs. This has meant the sale of more carpet 
Floor finishes and mops have sprung into 


CHANGES IN 





beaters. 
popularity. 

Even carpet beaters have been affected in the last 
few years by the promotion and sale of many forms 
of vacuum cleaners which are on the market today, 
sold on all sorts of terms from cash to a dollar down 
and a dollar a week. 

So in like manner, the present fashion of hanging 
pictures from the mouldings which are part of the 
equipment of all modern houses has about put the 
sale of picture hooks, which used to be so common, 
out of the running; but to take its place we have the 
increased sale both of moulding and of moulding 
picture hooks. 

In former years, especially in the smaller cities, 
there were few, if any concrete walks and the hard- 
ware dealers always carried a liberal supply of foot 
scrapers and wire door mats. With the advent of 
concrete walks these gradually disappeared till now 
but few of them are to be found anywhere unless in 
the very small communities. 

Food choppers were unheard of practically a decade 
ago and our fathers and sisters always had recourse 
to the old fashioned chopping bowl and mincing 
knives. And what a job it was when there was mince 
meat for pies to prepare. 

But that is all changed now and one seldom if ever 
sees a big wooden chopping bowl and it’s doubtful 
if a mincing knife could be obtained in the average 
store. 

And so it goes all down the long line of small 
hardware which used to be familiar sights in the 
average store. They have gone and in their places 
are the more modern labor saving devices of the pres- 
ent age, many of which will no doubt have disappeared 
in the next decade. 


a+ 
eos 


JOINT FOR FOLDING RULES PATENTED. 








Edmund A. Schade, New Britain, Connecticut, as- 
signor to The Stanley Rule and Level Company, New 
sritain, Connecticut, has been granted United States 
patent rights, under number 1,227,206, for a joint for 


folding rules described herewith: 

A rule joint com- 
prising a pair of 
hinge plates, a stud 
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SU Bt Lbs 2 ¥ 1,227,206 pivotally connecting 

said plates and a 

: ies spring holding said 

plates in frictional engagement, said spring being rela- 


tively narrow at its opposite ends and wider intermediate its 
ends and provided further with an opening through said inter- 
mediate wider portion through which the pivot stud passes. 
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SINCERITY MAKES ADVERTISING 
SUCCESSFUL. 


This is an age of sincere advertising. The “hard 
hitters,” the “bulldogs,” the “business-getters” of an 
advertising staff are a crew of forceful young men, 
drawing pay from four to twelve thousand a year, 
who size up the products of an age and then tell about 
them in swift, compelling words. They let the country 
clergymen know that there is a meritorious safety- 
razor for the patient face, and they inform the city 
clerk of transportation to the sea or the far hills 
where he can regain health. When they like a book or 
a periodical or a kitchen ware they get behind it with 
all their rich enthusiasm and make the author or the 
inventor widely known throughout a nation. 

They strengthen the blow of a reformer and widen 
the range of a poet. With their breezy man talk they 
gain the ear of any group. And because they are sin- 
cere they hold the attention while they proceed with 
their story. And what they say being true, they are 
permitted to call again and say still more in praise of 
the same product, or shift over from a pickle to a 
building loan, and repeat their thrills and sales. They 
create pickaninny characters around a dreary, imper- 
sonal slab of kitchen cleaner, and raise phantoms of 
delight with the baking powder and the yeast of their 
sales list. What the man of letters rejects, the adver- 
tiser accepts, and from it wrings a blessing. He faces 
modern life, its inventions, its household devices, its 
drudgeries, and he releases his playful imagination 
upon that sober world of trafficking, and touches it to 
excellence. Fifty years ago a great teacher like Mon- 
tessori would have worked in obscurity, and it would 
be left for the slow years after death to unfold her 
work into daylight and wide renown. 

Hundreds of groping lives would have reached for 
the idea without grasping it. 

Fifty years ago Jane Addams would have been a 
prophet, but not a leader. Today the advertisements 
of magazines and book publishers carry her patience 
and her fertile thought to the consciousness of her 
race. 

Under publicity her influence is as pervasive as a 
climate. 

Only the warriors and the politicians used to be 
boomed and magnified in their own generation. 

The face, the voice, the curve of thought, of many 
champions are now scattered from the skyscrapers 
and taught to glow in the twilight of subway stations. 
—Arthur H. Gleason. 








ONLY REAL EFFORT MAKES ROBUST MINDS. 





Man owes his growth, his energy, chiefly to that 
striving of the will that conflicts with difficulty, which 
we call effort. Easy, pleasant work does not make 
robust minds, does not give men a consciousness of 
their powers, does not train them to endurance, to 
perseverance, to steady force of will—that force with- 
out which all other acquisitions avail nothing —Wil!- 
iam Ellery Channing. 


~~ 





Some people attempt so much that they never get 
anything finished. 
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FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

24459.—A firm in the United States, with offices in Swe- 
den and Russia, wishes to represent American manufacturers 
and exporteys of hardware, tools, machinery, etc. References. 

24460.—An agency, on a commission basis, is desired by a 
man in Argentina for the sale of hardware and metals in gen- 
eral. Quotations should be made c. i. f. destination or Buenos 
Aires, if possible. Payment will be made by cash against 
documents after arrival of merchandise subject to inspection 
by purchaser in customhouse. Correspondence may be in 
English. References. 

24472.—A company in India wishes to be put in touch 

with American manufacturers and exporters of hardware, oils, 
paints, belting, files, pullies, mill machinery and parts, steel 
and iron plates, steel hoops, galvanized iron wire, wire net- 
ting window glass, wire nails, iron bars and angles, electrical 
goods, brass and copper wire, rods, pipes, bolts, nuts, screws, 
etc. Reference. 
24492.—_A company in China is in the market for hard- 
ware sundries, iron safes, stoves, sanitary ware, drapery, 
haberdashery, boots, shoes, iron and brass bedsteads, house 
furnishings, jewelry, silverware, watches, clocks, lamps, glass- 
ware, electric fittings, etc. 

24502.—The chancellor to a foreign consulate in the 
United States who expects to leave for the West Indies and 
South America the latter part of July desires to represent 
American manufacturers and exporters, on an agency basis, 
for the sale of machinery, hardware, tools, plates and pipes; 
electrical supplies; rugs and carpets; metal works, etc. Ref- 
erences. 

24519.—An agency is desired by a business man in France 
for the sale of general hardware. 

24521.—An agency is desired by a man in Algeria for the 
sale of all kinds of oil lamps and heaters, and agricultural 
implements, such as spades, rakes, hoes, axes, etc. Extra 
strong packing should be used. References. 

24514.—An agency is desired by a man in Italy for the 
sale of all kinds of merchandise, especially hardware, cutlery, 
etc. References. 

24535.—A man in France is in the market for hardware, 
tools, agricultural machinery, watering apparatus, locks, tin 
and zinc articles, electrical supplies, heating and lighting appa- 
ratus, bicycles, rubber wheels, rubber goods, etc. Catalogues 
should be submitted. 

24543.—An agency, on a commission basis, is desired by a 
man in Peru for the sale of small electrical devices, small 
hardware and supplies for trunk, saddle, etc., manufacturers. 
Quotations should be made c. i. f. destination. Payment will 
be made by cash against documents at destination. Corre- 
spondence may be in English, but Spanish is preferred. 
References. < 

24557.—A man in Mexico wishes to secure an agency, on 
a commission basis, for the sale of wire nails, sheet iron, 
window glass, light hardware, etc. 

24508.—A man in France desires to purchase automobiles, 
accessories, and tools. He also wishes to entertain an agency 
proposition. Quotations should be made c. i. f. French port 
or f. o. b. American port. Correspondence should be in 
French. References. 


COMING CONVENTIONS. 





Georgia Retail Hardware Association, Macon, June 5, 6 
and 7. Walter Harlan, Secretary, 44 Boulevard Circle, At- 
lanta, Georgia. 

National Retail Hardware Dealers’ Association, St. Louis, 
June 12, 138 and 14. M. L. Corey, Argos, Indiana, Secretary. 

National Association of Sheet Metal Contractors, Cleve- 
land, Ohio, June 12, 18, 14 and 15. Edwin L. Seabrook, Phil- 
adelphia, Secretary. ‘ : 

National Warm Air Heating and Ventilating Associa- 
tion, Cleveland, Ohio, June 18. A. W. Williams, Columbus, 
Ohio, Secretary. 

Ohio Sheet Metal Contractors’ Association, Cleveland, 
June 14. W. D. Weaver, Columbus, Secretary. 
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National Association of Manufacturers of Approved Hol- 
low Metal Windows, Frames and Sash, Cleveland, Ohio, 
June 14. Fred de Coningh, Chicago, President. 

Carolinas Retail Hardware Association, 
Beach, North Carolina, June 19, 20 and 21. 
Secretary, Charlotte, North Carolina. 

American Washing Machine Manufacturers’ Association, 
June 21, 22 and 23. At Lake Harbor, Michigan. Raymond 
Marsh, Otis Building, Chicago, Secretary. 


LOCK PATENTED. 


Wrightsville, 
T. W. Dixon, 





Under number 1,227,425, United States patent 
rights have been granted to Manoel E. Gonsalves, New 
Amsterdam, British Guiana, for a lock described in 


| the following: 

i A lock of the class 
“eS set forth including a 
bolt retracting and pro- 
jecting means adapted 
to be operated by a 
key manually con- 
trolled retractable 
means normally pre- 
venting the key from 
being engaged with the 
first named means, said 
manually controlled re- 
tractable means also 
preventing the key 
from being withdrawn 
after the bolt has been 
retracted or projected 
and independent man- 
ually controlled means 
for releasing the re- 

- tractable means. 
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RETAIL HARDWARE DOINGS. 





Arkansas. 
J. W. Rakes, John C. Rakes and R. W. Miller have 
bought the hardware store of the Bohart Hardware Com- 


pany, Centerton. 
lowa. 


George Cunningham, North 
hardware store. ; 

E. J. Sandvig has traded his 160-acre farm near Kiester, 
Minnesota, for the Joseph Twedt hardware store at Roland. 
Kansas. 

Irvin Hoffman, Stewart, has become sole owner of the 
Stewart Hardware Store, buying the interest of his brother 
Herbert. 


McGregor, has opened a 


Minnesota. 

The hardware store of Olson and Martinson, at Gary, 
was destroyed by fire. 

E. J. Keable, former manager of the hardware department 
of the company’s store in Cloquet, will conduct the business 
at Swan River. 

Walter Nelson has purchased the Chris Nelson interest 
in the hardware store of Nelson and Aamodt at Halstad. 

Harold W. Gerber has entered the J. W. Gerber hard- 
ware firm at Luverne, which will be J. W. Gerber and Son. 

The Wedge Hardware Company, at Sauk Center, has 
purchased the hardware stock of Otto Brothers. 

The hardware store of Groth and Hanson, at Gary, was 
destroyed by fire. 

The Bovey Hardware store, at Bovey, is being closed and 
the stock moved to Nashwauk. 

North Dakota. 

Tom Gilmer, Bergen, has disposed of his hardware in- 
terests, and will move to Washington. 

Adolph Scheffer, of Leola, South Dakota, 
charge of the Pioneer hardware store at Mandan. 

Tennessee. 

The Balleyton Hardware and Furniture Company, Green- 
ville, has been incorporated with a capital of $10,000, by T. 
M. Bailey, J. W. Hodge, W. R. Bailey and Leroy Park. 

Wisconsin. 

W. A. Traver has bought the hardware store of E. C. 
Harrison at Lake Geneva. 

Andrew Cingie has sold his interest in the Montford 
Hardware Company, at Montford, to his partner Henry 


Chandler. 


will have 


& 
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If we are going to get any more daylight we had 
better hurry and get it when it can be had, not wait 
until next winter.—Pittsburgh Dispatch. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








The Progress Auto Equipment Company has been 
incorporated for $50,000.00 at Detroit, Michigan, to 
manufacture automobile parts. The incorporators 
are H. A. Schmidt, Karl Torge and O. H. Schnepp. 

H. Lewis, C. W. Shaeffer and J. G. Burris of Chi- 
cago have incorporated under the laws of Delaware 
the Grant Wire Wheel Manufacturing Company with 
a capital stock of $250,000.00 for the purpose of man- 
ufacturing wire wheels and parts for automobiles. 

The Kim Distributing Company of Boston, Massa- 
chusetts has been incorporated for $50,000.00 to man- 
ufacture shock absorbers for automobiles. The in- 
corporators are B. K. Hall, R. M. Clark of Newton 
Center, Massachusetts, and A. F. Brewer of Boston. 








HAMP WILLIAMS HARDWARE COMPANY 
BUY STOCK OF AUTO ACCESSORIES. 


The Hamp Williams Hardware Company, Hot 
Springs, Arkansas, evidently know a good thing when 
they see it, so when the opportunity arose, they pur- 
chased the entire stock of automobile accessories and 
harness of W. C. Wells of Hot Springs. This news 
is not surprising in view of the fact that all progres- 
sive hardware merchants fully appreciate the splendid 
possibilities in the sale of automobile accessories and 


supplies. 
AN IMPROVED FORD LOCK THAT FOILS 
THE THIEF. 


In announcing the Improved Neal Auto Lock for 
Ford cars, the manufacturers describe it as a device 
which positively foils the cleverest crook and hence 
affords complete protection at all times. Behind this 





* 
Improved Neal Auto Lock for Fords. 


lock, they say, is the safety of Yale Locks—the safety 
of the unpickable bank lock. As shown in the accom- 
panying illustration, the lock with the Yale cylinder 
is held in position by a steel band which completely 
encircles the coil box and is said to anchor the lock 


so that it cannot be picked, pried or torn off the coil 
box—furthermore the coil box cannot be opened nor 
can the coils be wired around. The lock is easily in- 
stalled and it is stated, can be operated only by the 
key which the owner has. These and other advantages 
should make a strong appeal to every automobilist, 
because of the large number of thefts occurring daily, 
due to inadequate protection. Dealers can obtain full 
particulars by addressing the Hall Hardware Com- 
pany, 137-139 West Washington Street, Indianapolis, 
Ind. 


STIMULATING BUSINESS BY MAIL. 





Many dealers have in the past found it possible to 
stimulate business to an appreciable degree by sending 
letters, circulars, bulletins, etc., to prospective cus- 
tomers in the surrounding territory, and thousands of 
others are now following their example. In featuring 
automobile supplies and accessories to the motorist, 
for instance, or tools and implements to the farmer, 
business by mail has great opportunities and opens the 
way to good profits. Ross Gould, toot Olive street, 
St. Louis, issue a catalog which contains very helpful 
information on mail advertising, and also accurate 
mailing lists, such as automobile owners, contractors, 
farmers, etc. Dealers can obtain copies of this ref- 
erence book, together with prices and samples of fac- 
simile letters, upon application. 

eee 
CLEANLINESS MEANS EXTRA PROFITS TO 
HARDWARE DEALER. 





We are not trying to be original when we urge the 
‘mportance of keeping store and windows bright and 
clean. 

We are simply pointing out a well recognized fact 
that these things mean many dollars in the pockets of 
the dealer who attends to them. 


‘A slovenly store, or a poorly lighted, loosely ar- 
ranged window is as much of an affront to a prospect- 
ive customer as a slouching, unshaven, tobacco-spit- 
ting salesman. 

The customer regards the well trimmed, well lighted 
window and the thoughtfully arranged store as efforts 
to please him and signs that his presence and patron- 
age are appreciated. 

The dealer who neglects these things because he is 
too busy, will soon have plenty of time on his hands, if 
he has any wideawake competitors —F. R. Hall in 
Auto-Suggestions. 


~—s 





The thinking man usually wins because constant 
thinking helps one to reason clearly and correctly and 
by this method he arrives at a basis of action that wil! 
prove helpful to his business. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








SIMPLICITY BEST IN ADVERTISING COPY. 


Advertising copy, most of it, may be more simple, 
more direct, more personal, with great profit to the 
advertiser. It is not necessary to twist the language, 
to seek for strange and unusual forms, to try and cre- 
ate a different phraseology, to make the advertise- 
ment so different from other literary forms. If it is 
to be different, the difference should favor greater 
lucidity and directness. The thing to aim at in copy 
is such a description of the thing advertised as will 
show its value and usefulness to the reader. The im- 
pulse to buy is not aroused by the vigorous plea to 
buy, nor by the canny attempt to be smart.—George 
Irench. 

* * * 

If an insurance firm were to advertise in a news- 
paper that they are in the insurance business, the an- 
nouncement would not provoke much interest. But 
if a retail hardware firm were to announce in their 
store paper that they are in the insurance business, 


PRERPSEEREPRSERITTRSSSTRD 
WE ARE IN THE : 


INSURANGE BUSINESS 


OT fire insurance nor life insurance, 
but QUALITY insurance. When 
you buy an article bearing the — 


KEEN RUTTER 


x 
: 

; 

z 

% 

z 

a brand you take out an implied free insur- 
% ance policy which fully protects you as to 
Ed the QUALITY of the article (replacement in 
% case of failure). You also have the satis- 
. faction of possessing an article of fine finish, 
z artistically and scientifically constructed for 

the purpose designed, 

% 

& 

x 
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Why take any chances when you don’t have to? 





(Hare mann 


“The recollection of QUALITY remains long after the PRICE is forgotten.” 
socereere —E. 0. Simmons 





: J. S. RADFORD 
SERPERFREAFERETLEEREPHERABHKY 


the readers might well be excused for displaying more 
than a passing interest in the statement—in fact, 
curiosity would impel them to investigate such a seem- 
ing incongruity. 

Inspection of the specimen herewith reveals the fact 
that the insurance in question is neither for fire nor 
life, but quality insurance. Perhaps the reader has 
never looked on the purchase of tools from that view- 
point—at any rate, he is favorably impressed with 
the free insurance policy which fully protects him 
as to “Keen Kutter” quality, guaranteeing replace- 


BAB 0-20 08 0-08 0 £8 00-0 0-00 85-00 380 28-80 h-NE 


ment in case of failure to give satisfaction. This 
novel advertisement was used in the J. S. Radford’s 
“Hardware Herald,” Newbern, Tennessee, occupy- 
ing a five inch, double column space; and it may safely 
be assumed that Mr. Radford’s sales of Keen Kutter 
Tools were augmented thereby. Advertising writers 
will find something worth adopting in the last sen- 
“Why take any chances when 
This is the sort that makes 


tence, which reads: 
you don’t have to?” 
a strong appeal to every reader. 

*k ok 
The six and one-half inch double column advertise- 
ment reproduced herewith from “Our Hardware,” the 
store paper of the Brookshire Mercantile Company, 
srookshire, Texas, presents about the simplest ar- 
rangement one could possibly devise. Each illustra- 
tion has directly under it the name of the tool, a few 
words of description and the price, all of which are 





TOOLS YOU NEED ON THE FARM 





26 in. cast steel, polished blade, skewback 


tland Saws for all uses. 
$1.00 and up 


HOUSNEE. MERC. NOW iiss siesc coe helned wie dds tine weed eaeewues 








Length 10 in., a forged tool steel combined Staple Puller, Wire Cutter, 
Splicer and Hammer ° 


gre . $1.25 








Crescent Adjustable Wrenches. All 
WOES < cdccwccenavececes 65c and up Boxwood Rules, 2 ft..... 15¢ and up 





High Grade Drawing Knives 
.. 75¢ and up 


Bit Braces, extra quality, 50¢c and up 
Every farm should be equipped with necessary tools We have a large 
assortment to select from, and invite your inspection. 


BROOKSHIRE MERCANTILE CO. 
“The Farmers’ Supply House’”’ 











made easy for inspection by the liberal amount of 
white space in the advertisement. Since the store 1s 
located in a rural community and calls itself “The 
Farmers’ Supply House,” it no doubt proved a wise 
move to devote the entire layout to various tools 
needed on the farm. The advertisement leaves little 
room for improvement, although its effectiveness 
might be enhanced somewhat by saying more about 
‘ach tool in particular and about the assortment in 


general. 
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EXCELSIOR STEEL FURNACE COMPANY, 
CHICAGO, MOVING TO NEW QUARTERS. 





On June 15th the Excelsior Steel Furnace Com- 
pany of Chicago will move its offices to 114-118 
South Clinton Street. They will be located on the 
seventh floor at the new address, which is just around 
the corner from their present offices, which they have 
occupied for a quarter of a century. 

This firm is also moving gradually into its new 
plant at Goose Island, Chicago, where over a half 
million dollars has been invested in land. Here every 
convenience has been installed and it is said to be the 
largest factory of its kind. With the new plant, which 
will be in complete operation by July Ist of this year, 
the capacity of the company will be increased approxi- 
mately three million dollars in value of Excelsior 
Heating Specialties. The new plant will be served by 
two private switch tracks with a capacity of ten cars. 
An energetic campaign is to be launched by the com- 
pany to sell the maximum capacity from their new 


factory. 





PROPER INSTALLATION HIGHLY IMPORTANT 
IN EFFICIENCY OF WARM AIR 
HEATERS. 





The successful installer of warm air heaters realizes 
that the installation of the apparatus has a great bear- 
ing on its operation and the satisfaction it gives to the 
householder. Hence he always makes it a point 
to carry the heated air in as direct a manner 
as possible in order to minimize friction. The 
first floor, as a matter of course, should have the pref- 
erence in locating registers, so as to have straight, 
short runs of pipe. The risers should be located at 
the most advantageous places when the house is 
planned in order that the most direct connection may 


be had between the pipes avd the registers. In this 
way, elbows and turns can often be avoided, thus in- 
creasing the system’s efficiency as well as fuel economy. 
The location of the warm air heater, as centrally as 
possible to these connections, naturally follows. This 
matter of correct installation is one of the Warm Air 
Heater Facts contained in the new Catalog, C22, of 
the XXth Century Warm Air Heaters which was is- 
sued recently. The catalog is attractively arranged 
and interesting, and copies my be secured upon appli- 
cation to the XXth Century Heating and Ventilating 
Company, Akron, Ohio. 
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BAD AIR DISEASES. 





Here they are again, not only knocking at the door, 
but already inside the house. They came in when 


HEATING AND VENTILATING 











fresh air was shut out. And strange to say, they 
came in with people. 

The human animal, as long as he spends most of 
his time outdoors, is not dangerous to his kind and 
is not much of a menace when he is in the house and 
lets the outside air in through the wide openings of 
windows and doors. 

sut when men begin to shut out the cold and shut 
in the artificial heat of highly expensive coal combus- 
tion, and in the same act shut out good air and shut 
in bad, then in the closed air spaces of so-called civ- 
ilization, they begin to spread to each other the sev- 
eral and sundry germs that some of them have been 
carrying about with them all the time. Here they are: 
the germs of pneumonia, influenza or lagrippe, ton- 
silitis dnd other kinds of sore throats, diphtheria, 
whooping cough, measles, tuberculosis, scarlet fever 
and other infections. Some of them are very con- 
tagious and easily spread.—Bulletin Chicago Depart- 
ment of Health. 
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SIDE WALL AND BASEBOARD REGISTERS 
BECOMING MORE AND MORE 
POPULAR. 





Because of their manifest advantages, warm air 
registers for side wall and baseboard use are becoming 
increasingly popular with the public. They occupy no 
floor space and consequently do not interfere with the 





Walworth Deflecting Register. 
Plain Lattice Design. 


placing of furniture, rugs or carpets. They are orna- 
mental, efficient, and what is of more importance— 
sanitary. The Walworth Deflecting Register, one 
style of which is shown in the accompanying illustra- 
tion, is furnished in both plain lattice and scroll de- 
signs, the face and deflecting plate being easily remov- 
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able for cleaning. Aside from this sanitary feature, 
the register has a convex face which gives a large 
capacity, and its construction is said to be such that 
it can be fastened properly and securely without the 
aid of a tool of any kind. Further particulars about 
the Walworth Deflecting Registers and other warm air 
heating accessories are contained in the catalog which 
will be sent to installers addressing the Walworth Run 


Foundry Company, Cleveland, Ohio. 
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SIMPLY-CONSTRUCTED WARM AIR HEATER 
HAS NO TERRORS EVEN FOR 
UNSKILLED OPERATOR. 








One of the outstanding features of the Front Rank 
Steel Warm Air Heater is the construction which is 
so simple that even an inexperienced operator wiil 
have little trouble in keeping a fire going. The eff- 
cient operation is at- 
tributed to the large 
amount of radiating 
surface in compart- 
son with the size of 
the firepot. As shown 


in the illustration 
herewith, the prod- 
ucts of combustion 


are forced to travel 
through the radiators, 
dust box and elbow, 
so that the entire fire 
within the 
casing. To help the 
dealer push the sale 
of Front Rank Steel 
Warm Air Heaters, the manufacturers furnish attrac- 
tive window and counter cards with enough “pep” 
and “punch” to interest the prospect, also store cards 
that stir up trade; and in addition, are spending thou- 
sands of dollars in a national advertising campaign to 
make the name a household term from coast to coast. 


Wide awake dealers all over the country, it is said, are 
taking advantage of this service by joining the Front 
Rank Club. Full particulars can be secured by ad- 


dressing the Haynes-Langenberg Manufacturing Com- 

pany, 4058 Forest Park Avenue, St. Louis, Missouri. 

IMPROVEMENTS IN GILT EDGE WARM AIR 
HEATER CONSTRUCTION. 


travel is 





Rear View of Front Rank 
Warm Ajir Heater. 








At the recent convention of the salesmen of the Gilt 
Edge Warm Air Heaters, certain changes in construc- 
tion were agreed upon and adopted because it was 
felt certain that they would improve the efficiency of 
the apparatus, add to the dealer’s profits, and make it 
easier for him to get customers. These changes are 
noted in the current number of “Gilt Edge-ings,” the 
house organ of the manufacturers, and are essentially 
as follows: 1—A new clean-out, well fitted, simple 
and neat in appearance. It is said to save time in 
cutting the opening in the casing, and need not be cut 
with such exactness as would be required on a clean- 
out without a frame, as the frame thoroughly covers 
the opening, and also allows for expansion of the 
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warm air heater. 2—Method of fastening the frame 
to the spout, which is such that even if the installer 
should forget to put on the clean-out until the job is 
entirely done, it is unnecessary to take off the pipes 
and the casing bonnet to put it on. The clean-out is 
easily mounted or removed, even after the casing is on. 
This feature of ease in mounting is also embodied in 
the improved smoke spout and collar. 3—A coil open- 
ing through the feed spout and the front of the warm 
air heater, which allows the installer to place either 
the Gilt Edge waterback at the back of the firepot as 
before, or a coil in the front if desired. Full par- 
ticulars and copies of “Gilt Edge-ings” can be obtained 
by addressing R. J. Schwab & Sons Company, 283 
Clinton Street, Milwaukee, Wisconsin. 





ADVANCING PRICES MAKE CAREFUL 
BUYING NECESSARY. 





The unusual, continued price advances on prac- 
tically all sorts of material are creating conditions 
which make careful buying an absolute necessity. Ju- 
dicious buying is always a requisite for the achieve- 
ment of success, 
but in these times 
its importance looms 
| up on a far greater 
scale. Hence in the 
warm air heating 
4 field, it behooves the 
installer to learn 
more about the 
quality and con- 
struction of the dif- 
ferent warm air 
fim: heaters as compared 
with their cost. In 
this regard the man- 
ufacturers of 
Keith's Monitor 
Warm Air Heater, 
an X-Ray view of which is shown herewith, call atten- 
tion to their durably-constructed, efficient apparatus 
which they say will stand the test of comparison. 
This warm air heater embodies many features of real 
merit, such as the two-piece firepot, the one-piece cast 
iron radiator, the tapering body section, aud the tri- 
angular bar pattern grates. Full particulars are given 
in the catalog which will be sent upon request, by the 
Keith Furnace Company, Des Moines, Iowa. 








X-Ray View of Keith’s Monitor 
Warm Air Heater, 
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SOME SIMPLE FIRE PREVENTIVES. 





Orderliness and cleanliness of your premises will 
go far toward avoiding fire. Keep your store free of 
worthless accumulations. Waste paper, rags, old 
clothes and rubbish are responsible for many fires. 

Examine all heating apparatus and devices, flues, 
chimneys and piping. See that there is safe clearance 
between woodwork or other combustible material, and 
heating connections. Deposit ashes only in metal re- 
ceptacles. 

Have the fire underwriters and a competent electric- 
ian examine your electric wiring. Improper installa- 
tion is a source of great danger. 
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Provide a safe place for the storage of gasolene, 
kerosene and all volatiles or explosive materials and 
keep them out of buildings except for small quan- 
tities for immediate use. Any left over at might 
should be removed from buildings. 

Use a safety can in handling gasolene and like 
fluids and instruct all your men as to the extreme dan- 
ger of careless handling. 

Do not use pendant gas mantles unless shielded be- 
low to catch the hot carbon in case of breakage. 

Swinging gas brackets are dangerous as are also 
burners without tips. Protect the ceiling above brack- 
ets and lights and see that contact with inflammable 
material at the side is impossible. Use safety matches 
only. 

Don’t fail to provide some means of hand fire pro- 
tection. Fire hose, chemicals, even water pails, may 
prevent a serious fire loss. Most fires have an insig- 
nificant beginning. Be prepared to put them out with 
some means of hand fire protection. This will pre- 
vent a more extensive loss. 

Organize your employees. Make the danger per- 
sonal. Fire means at least a temporary suspension of 
business and loss of employment.—“The Disston Cru- 
cible.” 
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CORRUGATED FIREPOT IN WARM AIR 
HEATER GIVES LARGE GRATE 
SURFACE. 








The high efficiency of the Weir All Steel Warm Air 
Heater is attributed in a great measure to the more 
thorough combustion of the fuel by the ignition of the 
volatile gases and solid matter that otherwise would 
escape unconsumed. This is accomplished by passing 
air several times around the firepot and discharging 
it over the burning fuel, as pictured in the accompany- 
ing illustration. 
The firepot itself 
also — evidences 
modern, _ scientific 
construction and is 
built on  perpen- 
dicular lines and 
corrugated, thus, it 
is said, affording a 
grate surface ex- 
ceptionally large in 
proportion to the 
\ bed of fuel. There 
is therefore, the 
manufacturers 

View of Weir All Steel Warm air Claim, little liabil- 

Heater, Showing Corrugated Firepot. ity of fuel packing, 
and freedom from the forming of clinkers. The fire- 
pot is built in sections, so that any part can be easily 
replaced through the feed door, without any neces- 
sity of taking the casing and warm air heater apart. 
Tile lining of high grade can be furnished if desired. 
Installers desiring full details of the various parts of 
Weir All Steel Warm Air Heaters should write for 
the catalog to the Meyer Furnace Company, Peoria, 
Illinois. 
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BUY WARM AIR PIPES AND FITTINGS NOW 
FOR FALL. 





In view of the fact that prices of raw materials are 
continually advancing, dealers in warm air heaters 
and supplies are urged to buy their material now for 
fall trade. Already the rises in prices have been un- 
precedented and there is small likelihood of any reces- 
sion or abatement in the near future. The Robinson 
Furnace Company, Chicago, manufacturers of warm 
air heaters, have recently put in a complete stock of 
Handy Warm Air Pipe and Fittings, and state that 
they are now in a position to fill all orders on this 
material. Their stock of warm air heaters and regis- 
ters is also complete, and all the lines are described 
and illustrated in the new catalog of the Company 
which was issued recently. Copies can be obtained 
by addressing the Robinson Furnace Company, 205- 
207 West Lake Street, Chicago. . 
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“BUSINESS AS USUAL’’ 





That is the slogan that has kept England and her 
colonies from economic depression during the war— 
kept their people busy—their industries moving—their 
business prosperous. 

War cannot be successfully waged without internal 
prosperity. It is important that our buying and sell- 
ing be uninterrupted. Money should not. be hoarded, 
but exchanged—circulated—kept moving. “ That proc- 
ess alone will save the country from internal hardship 
and outward menace. 

We have faith enough in the American public to 
believe that this course will be generally adopted and 
that our normal prosperity not only will be main- 
tained but increased during the war and after. 

Our advice—respectfully tendered—is this: “Go 
on buying as usual—and lend your surplus to the gov- 
ernment.” 

If everybody does this, the country will be pros- 
perous and there will always be a surplus to lend.— 
From newspaper advertisement. 


F. MEYER & BROTHER COMPANY NOW 
MAKING AJUSTABLE JOINT WITHOUT 
CRIMP CORNER. 








The F. Meyer & Brother Company, 1312 South 
Adams Street, Peoria, Illinois, announce to the trade 
that the notice of the Excelsior Steel Furnace Com- 
pany in the May 26th issue of AMERICAN ARTISAN 
does not apply to Handy Furnace Pipe and Fittings, 
neither does their patent cover an adjustable joint— 
it applies merely to the crimp corner on the inside sec- 
tion of the adjustable joint. The F. Meyer & Brother 
Company further state that they are now making an 
adjustable joint without the crimp corner, and they 
are advising dealers who have any Handy Adjustable 
Joints in stock to return them and the Company wil! 
replace them with others and pay for all expense: 
covering the transaction. 
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The Valley of Tribulation is an experience schoo! 
on the highway to Joy. 
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PATTERNS FOR SQUARE TO ROUND 
TRANSITION PIECES. 





BY 0. W. KOTHE. 

To continue the Subscriber’s problems, the two 
sketches here reproduced are both square to round, 
and it does not matter in the development if one is 
placed upside down, or the other right side up, as is 
the case in sketch 1 and 2. 

Both problems are laid out on a similar order, but 
first considering sketch 1, plan is first drawn, making 
the rectangle the desired size. Next sweep the circle 
round in the position you desire the offset to be. Then 

















PRACTICAL HELPS FOR THE 
_ TINSMITH 








and 5. Pick lengths O-3 and O-5, and using B and C 
respectively as centers, cross arcs in point 3 and 5. 
Continue this process until the points 1 and 7 are 
established. Then set dividers equal to half the width 
B-A, and using the points B and C as centers, strike 
arcs as at Aand D. Next pick the seam lengths O-A 
and O-D, and using points 1 and 7 as centers, cross 
This establishes all your 
Laps for seaming must 


arcs in points A and B. 
points for tracing your line. 
be allowed extra. 

The same holds good with sketch 2—only a quarter 
plan is necessary. The process of development can 
be somewhat shortened by using the corner C as a 
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HALF PATTERN 











HALF PATTERN 





Development of Patterns for Square to Round Transition Pieces. 


divide this half circle into any number of equal spaces 
and draw lines to the corners B-C as shown. 

To find the true length of these lines, draw a right 
angle as O-P-4. With your dividers, pick lines B-1; 
B-2; B-3; B-4; and set them as P-1;-2-3-4. Also 
pick lines C-4-5-6-7 from plan and set as P-4’-5-6-7. 
Also pick the seam lines A-1 and D-7 and set as P-A 
and P-D. When lines are drawn from all these 
points to O, you have the true lengths. These lines 
are not necessary if a person watches his point prop- 
erly. j 
To set out the pattern, draw any line as B-C equal 
to the base line in plan. Set your dividers to true 
length O-4, and using B as center, strike arc as at 4; 
next pick length O-4’ and using C as center, cross arcs 
in point 4. Set another pair of compasses equal to 
one of the spaces in the circle as 4-3; transfer, using 
point 4 in pattern as center, and strike arcs as at 3 


center and describing what would be the plan lines 
on the line C-A in points 1’-2’-3’-4’.. The height or 
altitude of your transition can be measured as C-Q. 
If lines were drawn from Q to 1’-2’-3’-4’ we would 
have the true lengths. Also set over the seam line 
4-B as shown. 

The pattern is then set out by making the base line 
equal to plan line A-C. Picking the lengths Q-4’ and 
using A and C as centers, strike and cross arcs in 
Next pick line Q-2’ or 3’, as both of them 


point 4. 
Set dividers to 


are alike, and strike the second arc. 
one of the spaces in circle as I-2 and using 4 as 
center, walk along on the arcs of similar number thus 
establishing points 1-1. The side wings A-D and C-D 
are then added in the usual way. Laps for seaming 
or riveting must be allowed extra. 
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Enlist in the army of production. 
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DINNER AND OUTING PLANNED BY THE 
MASTER TIN AND SHEET METAL 
WORKERS ASSOCIATION OF 
PHILADELPHIA. 





The members of the Master Tin and Sheet Metal 
Workers Association of Philadelphia are looking for- 
ward with considerable interest to the Quarterly Din- 
ner of the Association, which will be held some time 
in June at the Casino in Willow Grove Park, Phila- 
delphia’s splendid playground. According to the pres- 
ent plans, the regular business meeting will be held in 
the afternoon, with the dinner at six o’clock, the bal- 
ance of the evening being devoted to a good time with 
all the facilities of the famous Grove to help. The 
entertainment committee are making elaborate plans 
and it is hoped to make this the gala event of a long 
list which the Association has carried out. Needless 
to say the attendance will be one of the best of any 
meeting which has been held. 
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AMERICAN SHEET AND TIN PLATE COMPANY 
OFFICIALS ON SHEET STEEL SUB- 
COMMITTEE. 








Walter C. Carroll, Assistant General Sales Man- 
ager of the American Sheet & Tin Plate Company, 
Pittsburgh, has been appointed a member of the Sub- 
Committee on Sheet Steel of the General Committee 
on Iron and Steel Products to assist the Government 
in filling its war requirements. Other members are 
W. S. Horner and Charles O. Hadly, the secretary of 
the Sub-Committee being Walter W. Lower, also of 
the American Sheet & Tin Plate Company, who is 
Secretary of the National Association of Sheet & Tin 
Plate Manufacturers. 
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WALTER M. AIKMAN CELEBRATES 70TH 
YEAR OF SERVICE WITH CENTRAL 
STAMPING COMPANY. 








Walter M. Aikman, President of the Central 
Stamping Company, of New York, is celebrating his 
seventieth consecutive year of service with the cor- 
poration. The company, a pioneer in the manufac- 
ture of sheet metal household goods, had its inception 
in the firm of N. E. James & Company, with whom 
Mr. Aikman went to work in May, 1847. This or- 
ganization was united with others, forming the Cen- 
tral Stamping Company a few years later. 
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IRVING B. ALLEN OPENS SHEET METAL 
SHOP IN MUNCIE, INDIANA. 





Irving B. Allen, of Muncie, Indiana, has opened a 
new place of business at 718 South Walnut street, in 
his home town, where he is prepared to do sheet 
metal contracting. Mr. Allen, in a letter written to 
AMERICAN ARTISAN, requests that manufacturers of 
sheet metal, metal goods, warm air heaters, roofing and 
kindred lines, send him their catalogues, which will be 
useful in his business, as he plans to go after new 
business on a large scale. 
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LOCATION OF WORLD’S METAL MARKETS 
. IS CHANGING. 





What form will international commerce in metals 
take, after the war, is the question that is arising in 
the minds of a great many in the trade and one which 
has led a writer in The Americas, issued by the Na- 
tional City Bank of New York, to make the following 
comments: 

“The world’s production of metals has changed. 
There are greatly expanded supplies in new locations. 
Japan, for instance, has become a large producer of 
copper among the secondary sources of supply. The 
change in production will have influence on interna- 
tional marketing, especially if the metals continue to 
be merchandized at private sale instead of having or- 
ganized markets on public exchanges where a large 
volume of trading and speculation steadies and stand- 
ardizes the values. 

“Will London’s market be resurrected? Or may 
New York or some other American city have a great 
metals market? There would be a great advantage to 
United States manufacturing in having a well-orga- 
nized metals exchange here with a large volume of 
trading in futures upon it. 

“Such a market would give this country’s interests 
a stronger voice in international pricemaking. It 
would probably work in the interests of the consuming 
industries, at least to the extent of making them surer 
of getting their metals as cheaply as foreign com- 
petitors do. It would afford insurance facilities mak- 
ing for lower costs of production through the opera- 
tion of ‘hedging.’ It would be a means of interna- 
tional arbitrage. It would furnish a basis for obtain- 
ing a large volume of floating mercantile capital 
through the steadying and standardization of prices. 

“There may not be a large skilled trading element 
in this country to support activity on such a market, 
but that element is probably stronger than appears on 
the surface. The main hindrance to the establishment 
of this and other commodity markets, which are essen- 
tial to the development of a higher general organiza- 
tion of our machinery for international commerce, is 
the persistence of the primitive public feeling here that 
only ‘real’ buying and selling is ethical. The existence 
of this public feeling is felt so strongly that men con- 
nected with large consuming interests are now un- 
willing to give practical support to the development 
of a free market in the form of active buying and sell- 
ing to influence prices, apprehending public attack on a 
charge of speculation or market manipulation, 
although, through maintaining the passive position, 
they frequently suffer the results of manipulation 
that raises their costs of production and the prices 
that consumers must pay for their manufactures.” 


AMERICAN ARTISAN A GREAT HELP. 





To AMERICAN ARTISAN: 
I find your paper a great help to me and can hardly 
wait for its arrival. 
Yours very truly, 
Gust BAKER. 


Fort Wayne, Indiana, May 26, 1917. 
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WRITE FOR THIS NEW BOOKLET ON 
COPPER STEEL. 


Several facts simply and briefly told concerning 
Keystone Copper Steel comprise the new booklet, 
“Facts,” which was recently published by the Amer- 
ican Sheet and Tin Plate Company. When Keystone 
Copper Steel was first placed on the market in 1911 
with the announcement that it had a very high re- 
sistance to rust, the statement was received in some 
quarters with skepticism, but sufficient time has now 
elapsed to prove that the claims were justified, and 
actual time and service tests have demonstrated the 
exceptional adaptability of this material for black and 
galvanized sheets, tin and terne plates. These tests 
have been most thorough and comprehensive in their 
character and have resulted in thousands of staunch 
advocates of Keystone Copper Steel. Long and care- 
ful research work, together with service tests by users 
of sheet metal have supplemented the manufacturers’ 
experiments, all of -which, it is said, are proving to 
consumers of sheet and tin mill products that a ma- 
terial is now available at low cost, which will resist 
rust and corrosion to a marked degree. Further in- 
formation is contained in the booklet, and copies will 
be sent upon request, by the American Sheet and Tin 
Plate Company, Frick Building, Pittsburgh. 
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PATENTS COMBINED EAVES TROUGH AND 
DOWN SPOUT CONSTRUCTION. 


Harrison L. Skillman, Youngstown, Ohio, has pro- 
cured United States patent rights, under number 1I,- 
226,712, for a combined eaves trough and down spout 


construction described in the following: 
An eaves trough 
\ construction in- 
\ cluding in combi- 
nation with the 
roof eaves, a sup- 
1 porting bar having 
te a flange receiving 
seat and a plural- 
ity of attaching 
feet, said feet lying 
in a plane beneath 
the body of the bar 
to space the latter 
from and above 
the edge of the 
roof, an eaves 
trough having at 
its outer upper 
edge an angular 
attaching flange 
adapted to fit in 
said seat of the supporting bar, and an outlet member car- 

ried by said eaves trough. 
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AMERICAN ARTISAN AN- EFFECTIVE 
ADVERTISING MEDIUM. 





To AMERICAN ARTISAN: 

Through the advertisement in your paper I have 
secured the cornice brake I wanted, for which I thank 
you. 

Not only in this case have [ secured what I wanted, 
but for several years past I have made it a practice to 
advertise in AMERICAN ARTISAN when in need of any 
kind of sheet metal tools and I have always gotten 
them. 

J. Oscar SMITH. 


Moberly, Missouri, May 28, 1917. 
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ALUMINA SOLDERING FLUX PATENTED. 

Hugh V. Burt, Rock Island, Illinois, has obtained 
United States patent rights, under number 1,225,764, 
for an alumina soldering flux described in the fol- 
lowing: 

A flux for soldering alumina, consisting of oleic 
acid, ninety parts, and spirit of ammonia eight parts. 
OUR ‘“‘COLORED BROTHER” HITS THE MARK 
AGAIN. 





Tom Johnsing, our “colored brother” who does a 
varied sheet metal business in our national capital, 
emphasized a few pertinent facts anent the sheet 
metal industry in the dialect article which was pub- 
lished on page 68 of our April 21st issue, and in the 
letter appended herewith he again hits the mark in his 
characteristic fashion. Mr. Johnsing’s letterhead and 
message are as follows: 

TOM JOHNSING 
SHEET METAL WORKS, 329 Q ST. 
ROOFING, SPOUTING, CORNISHES, ETC. 
Washington, D. C., May 21, 1917. 
To AMERICAN ARTISAN: 

[ lak de way yo print ma noos leter, an i lak to tel 
yo dat i got som noos for it, but caus John Bunion 
was a tinker lak me an preech lak me we understans 
why dey gits grene wid envie an squrm wen dey is 
pincht. 

An one ob my competers say dat i was a chamber- 
maid on a muele yot on dis Crooked an Old Canal 
dat runs up to Cumberlan, an dat i kno nuthin bout 
botes an captins, an mor dey hans me a pectur* wid 
music an no words, it looks to me lak a ahtistik 
valumtine, 

My readin ob de pectur is dat dem suply stores dat 
won use sheatmetel cornishes on dere fronts an de 
contrakers dat won stik to de clubs am loosin mony at 
de game, de pictur shos a pussen who haint got de 
morel grit to stik to de as,, club, ef yo lak dat bes, 
an it looks lak de mony goes outen his pockits, an agin 
at de firs rain som offisers fal out de sadle an let de 
assoashon out an git wet by hisef, an som times tu de 
club gits mad an kiks, an in a little wile it is all over 
an de music gos on jest de same, wid som improov- 
mens, 

Now den, I mus tel yo 
traker here dat bilt a shop dat cost mos ten tousand 
dolars an put on a tar paper roof on, He fail in 
bisnes onct an dis public giv him anoder chance an he 
fail agin, now dat is wat i call retibutshon, caus he 
for de rest ob 


bout a sheatmetel con- 


hab no love for tin roofin an nock it 
morne a hundred shops in dis town, 
Now i mus close by tellin yo dat dese nocs dont 
hurt me caus a peelgrams progress lak ma fren John 
Bunion shos, is de makin ob a compleat man, an ma 
wiaf is wid me for uplif work an she is plesed dat you 
apruve ma pilosofy 
Yor devotd servent 
Tom JOHNSING. 


*Editor’s Note. The picture shows a man with a dunce 
cap falling off a long-eared quadruped. The money is falling 
out of his pockets while the donkey “sings” a lively air. 
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EASY METHOD FOR COMPUTING WEIGHTS 
OF METAL SHEETS, BARS AND PLATES. 





The following table furnishes an easy method for 
computing the weights of sheets, bars and plates of 
various metals, the result always being expressed in 


pounds. 
Steel, Brass and Copper Sheets. 


Steel. Divide the thickness, expressed in thou- 
sandths by 25. The result is the weight in pounds per 
square foot. ; 

srass. Add Io percent to the weight of steel sheet. 

Copper. Add 11 percent to the weight of steel 
sheet. 

Bars and Plates. 

Iron. Multiply contents in cubic incaes by .27777. 

Steel. Multiply contents in cubic inches by .28332. 

Copper. Multiply contents in cubic inches by 
32118. 

grass. Multiply contents in cubic inches by .3112. 

Lead. Multiply contents in cubic inches by .41015. 

Zinc. Multiply contents in cubic inches by .25318. 

Tin. Multiply contents in cubic inches by .26562. 

Aluminum. Multiply contents in cubic inches by 
09375: 

sar Steel. [ind area of one end, add a cipher and 
divide by 3 to get weight in pounds per lineal foot. 
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BE: READY FOR EAVES TROUGH TRADE. 





With the spring building season well under way, 
the live merchant will look well to his supply of eaves 
trough and conductor pipe, for there will be a de- 
mand for this material all during the summer. 

It is well to have that which is bound to please your 
trade and cause them to return for other goods in your 
line. This you can do, it is said by Whitaker-Glessner 
Company, Wheeling, West Virginia, if you install 
their Corco eaves trough, conductor pipe and fittings, 
which are furnished in galvanized steel, terne plate, 
iron or copper. They are made full weight of prime 
stock and are formed on specially designed and con- 
structed machinery. 





NOTES AND QUERIES. 





Revolving Chimney Cap. 
From Arthur Wright, Carthage, Illinois. 
Could you tell me where revolving cast iron chimney 


caps are made? 

Ans.—Standard Ventilator Company, Lewisburg, 
Pennsylvania, and Sterling Foundry Company, Sterl- 
ing, Illinois. 

Dairy Tin Plate. 
From Kasbohm and Epps, 209 North Washington Street, 
Van Wert, Ohio, 

Please advise where we can buy dairy tin plate, 4X 
or 5X. We want sheets 30x60 and larger, if we can 
get them. \ 

Ans.—Berger Brothers Company, Philadelphia; 
Merchant & Evans Company, Philadelphia, 347 North 
Sheldon Street, Chicago; John Pritzlaff Hardware 
Company, Milwaukee, Wisconsin; Tanner and Com- 
pany, Indianapolis, Indiana, and Milwaukee Corrugat- 
ing Company, Milwaukee, Wisconsin. 
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Warm Air Heaters. 
From Charles E. Coleman, 542 South Dearborn Street, 
Chicago. 

Kindly let us know who makes high grade warm 
air heaters. 

Ans.—American Furnace Company, St. Louis, 
Missouri; Culter and Proctor Stove Company, Peoria, 
Illinois; Danville Stove and Manufacturing Company, 
Danville, Pennsylvania; Excelsior Steel Furnace 
Company, 118 South Clinton Street, Chicago; Forest 
City Foundry and Manufacturing Company, Cleve- 
land, Ohio; Haynes-Langenberg Manufacturing Com- 
pany, St. Louis, Missouri; Henry-Miller Foundry 
Company, Cleveland, Ohio; Keith Furnace Company, 
Des Moines, Iowa; Lennox Furnace Company, Mar- 
shalltown, Iowa; Meyer Furnace Company, Peoria, 
Illinois; Robinson Furnace Company, 205 West Lake 
Street, Chicago; Scheible-Moncrief Heater Company, 
Cleveland, Ohio; R. J. Schwab and Sons Company, 
285 Clinton Street, Milwaukee, Wisconsin; Charles © 
Smith, 63 West Lake Street, Chicago; Waterloo Reg- 
ister Company, 137 Rath Street, Waterloo, Iowa; 
Wise Furnace Company, Akron, Ohio; Wrought Iron 
Range Company, St. Louis, Missouri; Globe Stove 
and Range Company, Kokomo, Indiana; Germer Stove 
Company, Erie, Pennsylvania; Schill Brothers Com- 
pany, Crestline, Ohio; Monroe Foundry and Furnace 
Company, Monroe, Michigan; XXth Century Heat- 
ing and Ventilating Company, Akron, Ohio; V. A. 
Smith Company, 211 West Lake Street, Chicago; and 
Tubular Heating and Ventilating Company, 228 
Quarry Street, Philadelphia. 

Galvanized Metal Flag Pole. 
From M. B. Lund, Hollandale, Wisconsin. 

Will you tell me where I can buy a galvanized metal 
flag pole? 

Ans.—Stover Manufacturing and Engine Company, 
719 East Street, Freeport, Illinois; The Aermotor 
Company, 1146 South Campbell Avenue, Chicago, and 
The Standard-Tyler Company, 2420 West 15th Street, 
Chicago. 





ITEMS. 





There has been incorporated at Amsterdam, New 
York, the firm of Kaiser-Boswell Company with a 
capital of $35,000.00, who will engage in the sheet 
metal roofing business. The incorporators are J. H. 
Kaiser, Harry Boswell and David Kaiser. . 

It is announced that on June 20th ground will be 
broken for a plant of the American Sheet and Tin 
Plate Company to be erected on an 8oo-acre river 
front site between Loraine and Elyria, Ohio. This is 


chiefly the result of a request by Government officials 
that a greater effort be made to make up for the 
nation-wide shortage of tin plate and sheets, which is 
so acute at the present moment. 

The many friends of William Dewhurst of the 
sheet metal trade in the West will be pleased to learn 
he has purchased a half interest in the Empire Sheet 
Metal Works, 41 Tehama street, San Francisco. The 
firm manufactures tin, sheet iron and copper work 


and will no doubt prove highly successful with the 
introduction of the new partner in the business. 
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1,226,569. Window Sash Holder. 
West Frankfort, Ill. Filed June 8, 1916. 

1,226,583. Clothes Line. Emily V. Page, Brooklyn, N. Y. 
Filed Apr. 11, 1916. 

1,226,602. Fence Post. 
Filed Mar. 31, 1915. 

1,226,614. Safety Razor. George M. Hiskey, Los Angeles, 
Cal. Filed Sept. 30, 1912. 

1,226,625. Portable Lamp for Burning Solid Fuel. Henry 
Price Ball, Brooklyn, N. Y., assignor to S. Sternau & Co., 
Brooklyn, N. Y. Filed Jan. 11, 1916, Serial No. 71,404. 
Renewed Apr. 4, 1917. 


























Morris, 


Joseph W. 


Richard A. Selway, Chicago, III. 


1,226,636. Tool. Wallace R. Brown, Olean, N. Y. Filed 
May 20, 1916. 
1,226,641. Sanitary Rat Trap. William H. Cushing, To- 


peka, Kans., assignor of one-half to Charles E. Gault, Topeka, 


Kans. Filed Feb. 21, 1917. 
1,226,672. Flexible Sled. Jay B. Jordan, Lock Berlin, 
N. Y. Filed Jan. 28, 1915. 


1,226,675. Lawn Mower Sharpener. Henry F. W. Kohl- 
bach, New Bedford, Mass. Filed May 27, 1916. 

1,226,680. Window Lock. William M. Manning, Seattle, 
Wash. Filed Mar. 6, 1915. 


1,226,771. Cooking Device. William H. Hutchinson, 
Rochester, N. Y. Filed Sept. 25, 1913. 

1,226,843. Sash Balance. Freeling W. Arvine, Rochester, 
N. Y. Filed June 26, 1916. 


1,226,871. Liquid Fuel Burner. Charles T. Edmonds, 
Drumright, Okla., assignor of one-half to Robert L. Cochran, 
Drumright, Okla. Filed Jan. &, 1916, Serial No. 71,(46. 
Renewed Mar. 15, 1917. 

1,226,895. Keyless Padlock. James Landeen, Sidney, 
Ohio. Filed Sept. 12, 1916. 

| 226,964. Gas Heater. William C. Fischer, New York, 
N. Y.. assignor to The Compound Heater Mfg. Company, 
Inc. Filed Jan. 19, 1916. 

1,226,976. Ash Sifting Apparatus. 
ton, Mass. Filed Nov. 11, 1916. 

1,226,988. Supporting Frame for Washing Machines. 
Harrv L. Ogg, Newton, Iowa, assignor to Automatic Electric 
Washer Company, Newton, Iowa. Filed Mav 6, 1916. 

1,227.063. Nail Extractor. Edwin J. Minnich, Salem, 
Oreg. Filed Aug. 11, 1916. 

1,227.065. Washing Machine. 
Oreg. Filed Oct. 21, 1915. 


Hyman Koppel, Bos- 


Harry Noice, Portland, 
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NEW PATENTS. 
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1,227,066. Sheet Metal Door. Otho M. Otte, Jamestown, 
N. Y. Filed Sept. 11, 1916. 
1,227,086. Gas Burner. 
Minn. Filed Mar. 29, 1915. 
1,227,189. Gas Burner. Lewis F. Ostrander, St. Louis, 
Mo., assignor of one-half to J. F. Esperon, Indianapolis, Ind. 
1,227,934. Bread Knife. Myron R. Bacon, North Chili, 
N. Y., assignor of one-half to William J. Burden, Rochester, 
N. Y. Filed Aug. 11, 1916. 
1,227,251. Lid for Cooking Utensils. Richie De Lan, 
Philadelphia, Pa. Tiled Mar. 24, 1916. Serial No. 86,358. 
1,227,327. Egg and Cream Beater. John Elmer Sheaffer, 
Washington, D. C. Filed Apr. 4, 1916. 
1,227,328. Attachment for Heating Stoves. George C. 
Shepperd, Miami Station, Mo., assignor of one-half to Robert 
P. Leach, Miami Station, Mo. Filed Mar. 29, 1916. 


Jesse G. Steenson, Minneapolis, 


1,227,333. Shears. Henry A. W. Smith, Chatham. Va. 
1,227,335. Gearing for Washing Machines. Jacob D. 


Spaugy, Meversdale, Pa. Filed Apr. 28, 1916. 

1.227.356. Pot Protector. Anna EF. fF. 
Chisholm, Minn. Filed Jan. 5, 1915. 

1,227,365. Calipers. James W. H. Bales, Sanford, Fla., 
assignor of one-third to William B. Buchanan, Sanford, Fla. 

1,227,398. Tool Holder. Alberto Perez de Villa-Am1, 
Cienfuegos, Cuba. Filed Nov. 28, 1916. 

1,227,402. Metallic Roof. David F. 
town, Tex. Filed Jan. 18, 1915. 

1,227,424. Cork Extractor. 
Filed Apr. &, 1916. 

1,227,439. Cartridge Magazine. Louis Wesley Hilgen- 
dorf, Fountain, Colo. Filed Jan. 4, 1917. 

1,227,463. Cover for Refuse Cans. Amalie Frederike 
Luyties. New York, N. Y. Filed Apr. 6, 1916. 


Yaroscak, 


Draper, George- 


Lawrence Glenn, Sparta, Il. 


1.227478. Rake. Ludwig Menler, Oconomowoc, Wis. 

1,227,488. Electric Cooker. Stanley B. Oakes, Flint, 
Mich. Filed Jan. 17, 1916. 

1,297.527. Coal Scuttle. Albert H. Brown, Grand Rapids, 
Mich. Filed Dec. 13, 1915. 


] 227,544 Filed 
Jan. 31. 1916. 

1.227.548. Safety Razor and Hair Cutter. George J. 
Carlisle, Chicavo, Ill, assignor of one-half to Carver W. Bar- 
ber, Chicago. I] : and one-half to Utility Development & Sales 
Company, Chicago, Ill. Filed Feb. 21, 1916. 


Gun Sight. Burr Lobdell, Detroit, Mich 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








WAR NEEDS TO APPROXIMATE _ 1,000,000 
TONS OF STEEL PER MONTH. 


The developments during the past week have en- 
abled the steel trade to gauge with some degree of 
accuracy the demands to be made upon it by the war. 
General Goethal’s address before the American Steel 
and Iron Institute in New York removed much of the 
doubt that had enshrouded the merchant’s shipping 
program, and now it is apparent that the maximum 
demands to be made upon the trade will not exceed 
1,000,000 tons of steel per month. This estimate 
covers all steel for war purposes, including that to be 
furnished to the allies, and since production last year 
ran 10,000,000 tons above that of the year before, it 
is evident that the extraordinary demands for the war 
will not materially affect the ability of the industry to 
provide steel for all comers. 

The enormous volume of Government purchases of 
steel, those now under final negotiation and those ex- 
pected in the near future, tend to put prices higher 
for the manufacturing consumer. Sheets are a con- 
spicuous example, the Government’s requirements 
turning out to be much greater than early estimates. 
The week’s advances have been about $5.00 per ton, 
but Government orders are taken at 15 to 20 percent 
below the recent market. It is interesting to note 
that before the war, steel sold as low as $20.00 a ton, 
and last week $95.00 a ton was the average price for 
eight of the leading products of the mills in the Pitts- 
burgh district, which is an average of $2.00 a ton 
above the price of the week before. Signs indicate 
that the demand for steel and other Pittsburgh prod- 
ucts will increase as this country advances deeper into 
the war, and the sale of supplies to the Government at 
figures far below the market will not affect this con- 
dition, because, although great quantities are required, 
the percentage of the total output required is com- 
paratively small. 

The pig iron shortage is becoming greater, the ex- 
planation being that the capacity for making steel has 
been increased, while the blast furnace capacity has 
not increased materially. 


STEEL. 

The pressure for steel deliveries is unabated, but 
interest on the part of buyers in forward deliveries is 
decreasing. Many market observers now feel that the 
consumption of steel for ordinary purposes will de- 
cline by reason of the country becoming so actively 
engaged in the war, and they are endeavoring to esti- 
mate how much the Government demand for steel will 
make up for this prospective decrease. In the Chi- 


cago market, offers of 8 cents for tank plates are be- 
ing made without success and the same has been true 
of offers of 7.40 and 7.50 cents. 


It is apparent that 


sales for delivery in three months, on which these 
orders are made, can be closed only at the expense of 
previous buyers. Hard bars rerolled from rails re- 
main at the same price as last week, 3.50 to 3.75 cents 
Chicago, despite the fact that rerolled rails are scarce 
and the price has advanced sharply recently. The de- 
mand from reinforced concrete users is improving but 
still is short of the usual tonnage, and most of the 
demand is coming from manufacturers who are sub- 
stituting this form of steel for soft steel and iron bars. 
An advance to keep pace with the increasing cost of 
rails is thought inevitable and although regular cus- 
tomers are not buying at present they are anticipating 
their contracts and are receiving last half bars during 
the second quarter. The buying of structural material 
is becoming less as prices increase, and only small 
work is being undertaken in the West. Plain material 
continues to be nominally quoted at 4.44 to 5.44 cents, 
Chicago. 
COPPER. 

The copper market during the past week has shown 
a fair improvement and producers are receiving full 
asking prices, being now almost sold up for August 
delivery. For those positions which were mostly in 
demand, as for instance third quarter copper, even 
highér prices were willingly paid and this latter posi- 
tion has worked up about one cent per pound during 
the last week and is now quoted at 30 to 30% cents 
per pound. While third quarter is still the dominat- 
ing position, some inquiry is appearing for fourth 
quarter and small lots have been placed at 27% cents 
per pound, the general quotations running from 271% 
to 28% cents. There is no question that a large de- 
mand for later deliveries is to be placed for domestic 
requirements, and a further improvement is expected 
with the placing of the Government’s order for cop- 
per. Quotations for Electrolytic on a basis of cash 
New York are as follows: Prompt, 33 cents; June, 
32% cents; July, 21% cents; August, 30 to 30% cents, 
and September, 29% to 30 cents. Lake copper con- 
tinues to be quoted nominally at 32 to 32% cents and 
Casting copper is slightly stronger, Prompt now being 
held at about 31 cents cash, New York, and June at 
about 3014 to 30% cents. The Chicago warehouse 
price on sheet copper remains at 40 cents. 

TIN. 

After a spurt of strength in the earlier part of the 
past week, the market on tin displayed an easier 
tendency, and spot tin in New York declined from 
6534 to 65 cents. The volume of business on the de- 
cline was of negligible quantity, as consumers were 
holding back in the expectation of lower prices. Ship- 
ping conditions are pointing to an improvement and 
more regular arrivals of tin are expected to make a 























June 2, 1917. 


showing in favor of consumers in the statistical posi- 
tion of the metal. There is a general disposition to 
await Government developments and few. sales are 
being reported. Chicago warehouse prices on Pig and 
Bar tin have fallen two cents a pound, the new quota- 
tions being respectively, 72 and 73 cents. 


LEAD. 

In the lead market, carload sales for June delivery 
in the East have been made on a basis of 11.80 cents, 
but this price is somewhat higher than the general 
market. The market rules strong with prices un- 
changed, but the demand was not as large as that of 
the previous week. Quotations are as _ follows: 
Prompt and June, 11 to 11%4 cents, St. Louis; July, 
103% to 107% cents. Chicago warehouse prices on Pig 
and Bar lead have been advanced 35 cents per hun- 
dred pounds the new quotations being $12.40 for 
American pig and $12.90 for bar. 


SPELTER. 

The spelter market is exceedingly dull, and nearby 
metal is obtainable at a discount over more advanced 
deliveries, owing to forced sales by some of the small- 
er producers, as well as to unloading of stocks by 
speculators. Prime Western quotations are as fol- 
lows: Prompt, 93% to 9% cents, St. Louis; June and 
July, 91%4 to 9% cents. Brass special is quoted at 
about 10 to 10% cents for prompt shipment. Ware- 
house prices in Chicago remain at 1014 cents per 
pound for spelter in slabs and at $22.00 for sheet zinc 
in cask lots and $22.50 to $23.00 in less than cask lots. 

SOLDER. 

Chicago warehouse prices on solder are the same as 
those quoted a week ago in AMERICAN ARTISAN, 
which are as follows: XXX Guaranteed, % & 4, 41 
cents; Commercial, 4% & 14, 39 cents; Number I 
Plumbers’, 37 cents. 


TIN PLATE. 

Makers of tin plate have withdrawn from the mar- 
ket for delivery during the remainder of 1917, and, 
according to several mill manufacturers, specifications 
against contracts are heavier than ever before in the 
history of the industry. Quotations for Prompt and 
future delivery are held at nominal. In the Philadel- 
phia territory, small sales of tin plate from stock lists 
have been made at $9.50 per base box, Pittsburgh. 
Chicago warehouse prices on first quality bright tin 
plates have again been advanced, the increases ranging 
from $1.00 to $2.00 per box. IC, 14x20, is now 
quoted at $15.10 and IXXXX, 20x28, is now quoted 
at $43.80. 


OLD METALS. 

In the Chicago market, a decided shortage of ma- 
terial has caused the highest level of scrap prices that 
has ever appeared in the history of the trade. Under 
this condition, the strong demand from all consumers 
has forced prices to unprecedented heights. Heavy 
buying by the leading steel maker is being followed by 
similar action by other consumers and the demand is 
increasing daily. Wholesale dealers’ quotations, which 
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may be considered nominal, are as follows: Old steel 
axles, $48.00 to $49.00; old iron axles, $47.00 to 
$48.00; steel springs, $32.00 to $33.00; Number 1 
wrought iron, $35.00 to $36.00; Number 1 cast iron, 
$25.00 to $26.00, all net tons. Prices for non-ferrous 
metals are as follows per pound: Light copper, 2434 
to 25 cents; light brass, 14% to 15 cents; lead, 9% 
to 9% cents; zinc, 6% to 7 cents; cast aluminum, 35 
to 36 cents. 


SHEETS. 

Virtually every sheet manufacturer in the greater 
Pittsburgh district has withdrawn from the domestic 
market, making it extremely difficult for consumers to 
supplement contracts placed early in the year. Mill 
manufacturers are taking further precautions to pro- 
tect the interest of the nation during the present war 
emergency, and some of them are not only requiring 
buyers to give certificates from Government officials 
relative to war contracts but are compelling them to 
guarantee that they will not enjoy more than 10 per- 
cent profit on Governmental contracts. Black sheets 
are selling at 7.75 to 8.50 cents, which is $10.00 a ton 
above prices existing a week ago. Galvanized has 
jumped to 9.50 cents as a minimum, with smaller lots 
commanding as high as 10.50 cents for 28 gauge. 
Blue annealed material is selling at 7.50 to 8 cents 
base. In the Chicago market, the continued demand 
and difficulty of producing at the normal rate have 
forced prices on steel sheets higher in the past week. 
At present, 28 gauge black sheets are quoted at 7.69 
to 8.19 cents, Chicago, 10 gauge blue annealed sheets 
at 7.19 to 7.69 cents, Chicago, and 28 gauge galvan- 
ized at 9.69 to 10.19 cents, Chicago. Chicago ware- 
house prices on one pass cold rolled black sheets have 
been advanced 50 cents per hundred pounds, the new 
quotation for 28 gauge being $8.75. Blue annealed 
sheets and galvanized sheets have also been advanced 
50 cents per hundred-pounds, the new quotation for 
10 gauge blue annealed being $8.00 and for 28 gauge 
galvanized being $10.75. Polished sheet steel has 
been advanced 25 cents, the new quotation for 28 
gauge being $9.25, and smooth sheet steel has been 
advanced 30 cents, the new quotation for Wood's 
Smooth 28 gauge being $9.00. 

PIG IRON. 

Pig iron keeps to its upward course but shipping 
difficulties are increasing and this has led to the ex- 
pectation of broader Government direction in time, 
the extent of which is still a matter of speculation. In 
Chicago, Northern Foundry and Malleable iron have 
been advanced a dollar a ton and are now quoted at 
$46.00 furnace for the last half of 1917 and $44.00 
for the first half of 1918. Sales have been made at 
the advanced prices and these seem firmly established. 
Inquiry and sales are somewhat lighter than during 
previous weeks, as heavy buying by most consumers 
has taken many of them from the market. Southern 
iron is somewhat uncertain and it is difficult to obtain 
quotations, which range from $38.co to $40.00 for 
first half of 1918. Lake Superior Charcoal iron re- 
mains unchanged at $49.25 to $51.75 with furnaces 
well sold up for the remainder of this year. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


anemmens ae Western Hardware and Metal prices corrected weekly. 
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ViEe 96 sea0es'o sess L. & R. Orange, Extra Sporting | Warren Silver Steel......... 9 00 ae Azone ee 9 
INO. 28....+20-+000. renee FSF SR Sn cas bikkccvans $40| Warren Bixe Finished... . 00| Ford's Car and Machine... - :40&10% 
L.&R. Orange, Extra Sporting kins Rough Rider.............00- 7 00) i SSHIP.. se. see eeeeeeeeee 300 
ARPT AER: FWIN. 0. sc cccvccsccccccessscS0Vy 
SMOOTH SHEET STEEL. L. &R. Orange, Hxtra Sporting 56 , 7 | Cats Segeativs ed ode : et 
Per 1001s. | 1, & R Osan extra Sporting | Double Bitted (without handles). | Steer’s * Small list, $22 00. .25% 
Wood's Smooth a0 Ss csnkeee $8 75 4-lb. canisters......... 32 Blood’s Champion, 3} to 44 Ib . id “ Large “ $26 00..25% 
No 22-24.. g 90 | L. & R. Orange, Extra Sporting |!’ hele eA ES Ske ie 6S eleme per doz. 7 4 | Eewin Car. 60. os secs ssceeee- 50% 
a eee, oe 4-lb. canisters......... 18 | Flint Edge.......... | Ford’s Ship Auger pattern 
- f No 25-26 .....- 8 85 oe = C."" and “‘Infallible” | Perfect Premier...... a 2 30! CME s0scseeseeens ec cccveee 0 
“ ee iu.) CE |. RR reeemege: 43 50) Tha above prices on anesol 5 tod Ibs. | 
os a H i “E. cr lible’’ are the base prices. (eo Pree ret ied trek ic 15 
No. 28....+++.- 9 00| Herenles “Cand “infallible” |, 2g he Base prices, | 16 
| Hercules “4 at C. .”"and “Infallible’’ mi 4 pd 3 oe —— 0 | Countersink. 
1O:can GMs, ... 0+ <s,0:00- 0 Ss. advance /oc 
PATENT PLANISHED SHEET, a he 4. se} | Nov 20 sa ,antap nase. ue #40 
IRON Meas ccreetee* Se American Snailhead.. “4 1 10 
Hercules‘ i C." and “‘Infallible ; o| BAGS, PAPER NAIL. Rose er... 1 30 
Patent Planished Sheet Iron, ne py te 30 Cal: Rifle.” P ™~ 20 | oe Flat. ees va oe 1 20 
Mc sck wcoscscevuge $12 50 oo: a pga heoma  t Per 1.0 ee Mahew's Flat. is 4 
Hercules Lightning Rifle, / ae a $ 7s ils “oo Snail...... dined 
een 1 
SOLDER. Hercules Sharpshooter Rifle, | Dowell. 
XXX Gu teed  & ¢ i. dhe canisters............... 1 25 BALANCES, SPRING. | Russell Jennings........... 30&10% 
— ee Hercules U Ria ters 1 50 
Commercial 4 & $....... “4 39c reules Unique Rifle, canisters Re en 20% | Gi 
a = Stein ce 370 Hercules Bullseye Revolver, © Gimlet. 
es weneer PSaer ime CRITE cicnbsces sess 1 00) Grandad Double Cut.... ae 40% 
See . 6 
SPELTER . i. sizes smaller than BARS, CROW ana. . < 3: nex ee ee —_ ” 65 
5-Ib. bags, per bag....... $2 70 : 7 Ee... eee ” 80 
i ei oetinccnicatasedsain 10$c Drop si +“ B and loner sizes, 2 95 Pinch or Wedge Point, per cwt.. $4 00/ Spoon. ..........++. as 15% 
Buck eee eo per bag 2 95 Ricceconmenaconaaies sacs 
* | 
SHEET ZINC. Chilled shot, 25-tb. bags, 3 25 BASKETS | Reamer. 
° | . , ee 
CBO. ccc 5dpvoncdsenss «+ -$22 00 ANVILS. Clothes. ' pate a eat a ae : +4 
Less than Cask lots. .$22 50 to $23 00) Trenton, 70 to 80 Ibs...... 94c per Ib | oo Willow........ per doz. 10 ° | American Octagon... ‘* 1 75 
Trenton, 81 to 150 lbs...... 94c per lb | a Se cece ae 4 00 | 
| Screw Driver. 
COPPER. ASBESTOS. |Galvanized Iron. bu. 1 bu. 1} bu | No. 7 “ano “ 55 
Copper sheet, bas" ..eeeee. eeecees40C Board and Paper..........-17cperlb. Perd a ieee “ 25 
p eS $5 50 800 1100 No.1 Triumph...... % 1 
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